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{NCORPORATED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies from $1,000.00 to $100,000.00, 
with premiums payable annually, semi-annual- 
or quarterly, and 
INDUSTRIAL Policies up to $1,000.00, with 


premiums payable weekly. 
CONDITION ON DECEMBER 31, 1925 


$46,562,667 .40 e Pa 
ee *"39/040,092 .25 A Progressive SURETY and CASUALTY Company 


Capital and Surplus ; 6,622,575 .15 
POMIEDUCO: 1H ONCE sso ialg 0 o.d.s.c clea more omewne ele 292,834,191 00 
Payments to Policyholders 3,392,156 .76 


Total Payments to Policyholders since Organiza- 
SNe orale ow oho roan sai oahs sei ciciee) sis Sieadielneerw. -* . $39,176,371 .91 


JOHN G. WALKER, President 
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Royal Union Life Henry W. Ives & Company 


INCORPORATED 1916 


Insura nce Company 75 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 


STRONG AND PROGRESSIVE FOR 


RAIN INSURANCE EXCFSS COMPENSATION 
CASUALTY COVERS 


eT TO <—STTTT 


Des Moines, Iowa 














Paid to Policyholders, OHIO MILLERS 


$21,000,000.00 MUTUAL FIRE INS. CO, | Security Mutual Casualty Co. 
OF CHICAGO 
Insurance in Force as of Canton, Ohio 


Dec. 31, 1925.. .... .$148,281,904.00 Assets $7,643,424 
ASSETS $800,000 Surplus $2,410,000 














Surplus $400,000 Surplus and Reserva $6,862,460 








TAT Tie: 


A. C. Tucker, President 


C. D. Costello, William Koch, ALL FORMS 


i STRONGEST CASUALTY 
Secretary Vice President 


COMPANY IN AMERICA 
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TERRITORY 
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WEst 


VIRCINIA 
@ Lou suse 


KENTUCKY 


In all the Realm of Preparedness 
Next to 


“THE ROCK OF AGES” 


Comes the Bulwark. of Life Insurance 


The Inter-Southern Life affords those who are looking about for their 





TENNESSEE 





life work a three-fold profit for everything they do. 


A Profit in Money. 
A Profit in Service. 
A Profit in Gratitude. 


If you have vision, 
If you believe in yourself, 
If you believe in earnest effort 


then in this territory of ten states, somewhere there is a place and a 
plan for you with this Company. 


-Inter-Southern Life Insurance Co. 


Clean 


Louisville, Ky. 
Is A Good Company 


Strong Progressive 














The Summer Spurt 


Why not have a Summer Spurt 
instead of a Summer Slump? 


Salaries go on just the same in 
summer time. 


Salaries are all that are necessary for the success 
of a Salary Savings System campaign. 


Under the Salary Savings System the employer 
deducts the monthly premium on any form of 
Lincoln National Life policy from the pay of the 
employee. Individual policies are issued and 
with certain restrictions it is conducted on a 
non-medical basis. 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character”’ 


Lincoln Life Building FORT WAYNE, INDIANA 
“Now More Than $425,000,000 in Force 














The Cream Is in the “Strippings” 





If you ever lived in the country, you probably have had the 
experience of nestling your head against the warm side of a 
red cow, the while balancing yourself on a one-legged stool 
as you directed two alternate streams against the bottom of a 
tin pail gripped tightly between your knees. And you re- 
member the admonition to make a thorough job of it—‘‘for 
the most cream is in the strippings.”’ 


In the life insurance business we face a like necessity. There 
is a certain volume of business that comes to an agent without 
much exertion, and is apt to be worth little more than the 
activity required to produce it. After the easy business is 
exhausted, then continued persistent effort brings the business 
that makes an agent successful and prosperous—for the cream 
of the territory is in the “strippings.”’ 


The Peoria Life is known for the help and encouragement 
extended to its agents to get the “‘strippings”’ of their territories, 
Policies are issued at all ages, to women as well as men, on 
participating and non-participating plans, for both standard 
and impaired risks. Thorough service to policyholders sup- 
plements cooperation with agents. Stimulating campaigns at 
frequent intervals inspire Peoria agents to realize their full 
possibilities—to get their share of the ‘‘hard-to-get’”’ business 
which is the basis of big success. 


Peoria Life Insurance Co. Peoria, IIlinois 
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Sun Life Absorbs 
Cleveland Life 


Rate of Sickness 
By Frederick L. Hoffman, LL.D. 
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War Risk Bureau Life Insurance Policies 


By Wiitiam 


rer /)}> the right of ex-service persons to convert 

: their Yearly Term Policies, or to reinstate 

their life insurance, under the War Risk In- 

surance Bureau provisions expires on July 

Ist, it will probably be of interest to many 

to have available a comparison in general 

terms of the provisions of the contracts or 

policies issued by the Government with those issued by regular 


life insurance companies. 


In “The Essence of Life Insurance” the writer described in 
general terms the usual provisions contained in the policies 
issued by life insurance companies, and will here point out in 
somewhat the same manner the difference between the contracts 
of the life companies and those of the Government. 

The general arrangement of the Government policies is simi- 
lar to that of the regular life company policies, with the excep- 
tion that there is no application for the policy attached to or 
made part of the Government contract. 


Most of the life company policies provide primarily for pay- 
ment of the insurance in a lump sum with option of settlement in 
installments. The Government policy provides primarily for the 
payment of the insurance in 240 monthly instalments, and among 
the Settlement Options permits of the selection of payment of 
the insurance in a lump sum or of the payment in monthly in- 
stalments over periods of from three to twenty years, or third 
of the payment of smaller monthly instalments for twenty years 
certain and continuous during the life of the beneficiary. 


There is no age limit in connection with total permanent dis- 
ability as in the life company policies. Total permanent disa- 
bility is described in the Government's policies as “any impair- 
ment of hody which continuously renders it impossible for the 
disabled person to follow any substantially gainful occupation” 
and which impairment is “reasonably certain’”’ to “continue 


3REIBY, Of ackler & Breiby, Consulting Actuaries. 


throughout the life of the person suffering from it.” The ex- 
pression “substantially gainful occupation” is more liberal 
than the provision in most life company policies, though it cor- 
responds to what some companies do in practice. Upon such 
disablement the monthly instalments, which would normally 
begin to be paid upon death, are payable to the insured, and 
continue as long as the insured is disabled, even though more 
than two hundred and forty instalments be so paid. Upon the 
insured’s death, after receiving any payments on account of 
disablement, the instalments continue to the beneficiary until 
two hundred and forty in all shall have been paid, including 
those paid to the insured while alive, If the insured recovers 
from disablement the insurance is continued thereafter at the 
reduced amount and premium payments for such teduced 
amount of insurance must be resumed. 

This disability provision is thus more favorable than the 
particular form of life contract which provides only those of 
the life insurance companies for payment of the amount of 
insurance in instalments in the event of disability. The pro- 
vision is not, of course, as liberal as the more generally issued 
form which provides for what is known as “disability income” 
or “disability annuity,” i. e., a monthly payment during the life 
of the insured while totally disabled, with the insurance re- 
maining in full force in the meantime. For such a benefit, how- 
ever, the life company charges a substantial premium in addi- 
tion to the regular life insurance premium, whereas the Govern- 
ment makes no additional charge for its disability benefit. 

The policy contains no “double indemnity” or “additional ac- 
cidental death benefit” feature; because, presumably, the law 
does not permit more than $10,000 insurance on any one life. 
The policy is just as well without it. 

The premiums charged for the Government policies are the 
net premiums according to the American Experience Mortality 
Table with 3% per cent interest. There is thus no loading in 
the premiums to provide for the necessary expenses of admin- 





































Life Insurance 


THE SPECTATOR 





Thursday 





—_— 





istering the business; all expenses of the Bureau are defrayed 
by Governmental appropriations. The premium rates are thus 
lower than those of any life insurance company, excepting those 
oi two or three of the large non-participating life imsurance 
companies, which have recently brought out premium rates, 
especially for the younger ages, which are less than the net 
premium based on the American Experience Mortality Table with 
3% per cent interest. The extremely low rates of these non- 
participating companies, however, cover only life insurance, 
i. e., there is no disability benefit with additional premiums, nor 
does the policyholder participate in any surplus earnings. As 
the actual mortality throughout the country has been much 
lower than that provided in the American Experience Mortality 
Table, the net American 3% per cent premiums charged by the 
Government have been sufficient to permit of substantial divi- 
dends to the policyholders, even though those premiums also 
covered the disability losses. As these Government policies 
bear no expense for handling or management, the net cost to the 
policyholders can be, and probably will be, at least for the 
earlier policyholders, lower than that of the best participating 
policies, even though the losses on account of both death and 
disability may be somewhat higher than the mortality losses of 
the particpating life companies, and even though the net in- 
terest return on the investments of the Government insurance 
funds may be somewhat lower than that of the companies. 

Premiums are due and payable on the first day of each 
calendar month, and must be in “legal tender of the United 
States of America.” The Payment of Premiums clause pro- 
vides that premiums may be paid annually, semi-annually or 
quarterly in advance, and such premiums shall be the sum of 
the monthly premiums, discounted at 3% per cent per annum. 
Any premium paid beyond the current month in which death 
or other maturity occurs is returnable. This clause thus corre- 
sponds to the form recently adopted by one of the large life 
insurance companies, fixing the monthly premium as the basic 
premium, and not, as has been the general practice in the past, 
predicating the premiums upon an annual premium payable in 
advance. 

The period of grace for the payment of premiums is thirty- 
one days, without interest charge. This, of course, is similar to 
that of the life insurance companies. 


DIVIDENDS 

The dividend provision does not state when the dividends 
shall become operative; merely that the policy shall participate 
in the “gains and savings.” Dividends are payable either in 
cash or may be left with the Government at interest at not less 
than 34 per cent, compounded annually. The policyholder 
therefore does not have the option of applying his dividend as 
in the participating policies of life companies, which usually 
also provide for applying any dividends to buy additional paid 
up insurance or to shorten the premium-paying period or to 
effect maturity at an earlier date. The law limiting the maxi- 
mum insurance to $10,000 presumably precludes the paid up 
addition feature. 


INCONTESTABILITY 
The Government policy is incontestable from date, and not 
after one or two years, as provided in most of the life insurance 
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companies’ policies. In this connection it is interesting to te. 
call that the courts have decided, in connection with life com. 
pany policies, that a policy stated to be incontestable from date 
of issue, was really not incontestable at all, because it was 
against public policy for a life company to make a contract with. 
out allowing itself some time in which to determine whether 
the policy had been procured through misrepresenation or fraud, 
Nevertheless it is inconceivable that such a provision in the 
Government policy will be permitted to operate against any ex. 
service man who has not attempted to perpetrate a fraud against 
the Government. 


MISSTATEMENT OF AGE 

This clause differs somewhat from that of most of the life 
insurance company policies, in that if the age has been under- 
stated the insurance payable will be such as the amount of the 
premiums paid would have purchased at the correct age, but if 
overstated, the excess of the premiums paid will be refunded, 
with interest. Most of the life insurance company policies pro- 
vide for adjustment, according to the correct age, whether the 
age be understated or overstated, though some few companies 
had a provision similar to that of the Government. 


CHANGE OF BENEFICIARY 

The Government policy permits a change of beneficiary with 
out the consent or knowledge of the named beneficiary, but such 
change can only be made to some person related to the insured 
as provided in the law. This clause would thus seem to be more 
limited than that of the life insurance companies, though asa 
matter of fact it is not materially so, because the beneficiary of 
any life insurance policy might be required to show insurable 
interest at the time of making claim. 


ASSIGNMENT 

The Government policy states that the proceeds of the policy 
shall not be assignable, except that any person to whom the 
insurance may be payable may assign his interest to any other 
beneficiary within the class permitted by the War Risk Insur- 
ance Act. The Government, similar to the life insurance con- 
panies, assumes no responsiblity for the validity of any assign- 
ment, but to be binding, the assignment must be in writing and 
filed with the War Risk Bureau. The assignment clause goes 
further and states that the proceeds of the policy shall not be 
subject to the claims of any creditors of the insured or bene- 
ficiary, except claims of the United States arising under the 
War Risk Insurance Act. 


RiGHts oF INSURED 
There is no separate clause in the policy specifically providing 
that the insured may, with or without the consent of the bene- 
ficiary, exercise any option or right given in the policy, but the 
provisions for non-forfeiture values and policy loans state that 


the right to such values lie with the insured, and make no fel- 
erence to the beneficiary. 


REINSTATEMENT 

If the policy has not been surrendered for Cash Surrendet 
Value, it may be reinstated any time after lapse upon evident? 
(Continued on page 17) 
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SURETY ACQUISITION COST 

OLITICAL rather than practical 
i motives seem to iniluence a’ certain 
Western insurance commissioner who is 
in disagreement with the New York mo- 
cul over the matter of surety acquisition 
cost. Undoubtedly the companies have 
need of an authoritative hand to start any 
such action as a reduction in acquisition 
costs; in fact, it is hardy conceivable that 
they could ever reach an agreement on 
such a matter by themselves. There are 
altogether too many viewpoints which 
cannot be compromised, even though the 
participants are in a properly co-opera- 
tive mood, without the aid of a disinter- 
ested but authoritative party. The fact 
that Mr. decided that it was high 
time to take some action has led certain 


Deha 


other state insurance heads to bemoan the 
fact that New York is trying to run the 
entire country. In their defiant utter- 
ances they entirely overlook the important 
fact that an effort is being made to re- 
duce the cost of insurance to the very 
public whom they serve. Contrarily they 
tise in their wrath to support certain non- 
companies in their home 
states against the autocratic pronuncia- 
mentos from New York. The casualty 
cost rules have net prevented many new 


co-operative 


casualty companies entering the field nor 
have they prevented the continued and 
healthy growth of many smaller com- 
panies already operating at the time the 
tules were adopted. It seems hardly be- 
lievable that the surety rules will have 
any adverse effects upon the smaller com- 


panies in view of the casualty experi- 
The writer does not at this time 
desire to defend nor oppose the surety 
acquisition cost rules in detail, but it 


ence. 


does seem desirable to clear up the issues 
which the Middle 
West. In other words, there is no valid 


have been raised in 
cause for opposing the cost rules simply 
because they originated in the agile and 
competent mind of the New York com- 
missioner. If they are hard upon the 
smaller Middle Western companies, which 
seems doubtful, then they are equally 
hard upon the smaller Eastern companies, 
of which there are many. The real ques- 
tion at issue should be: are they of any 
real benefit to the public? If so, let us 
have them. If not, they belong in the 
wastebasket. 





S is noted in the life insurance 

news pages of this issue of THE 
SPECTATOR, the Sun Life Assurance Com- 
pany of Canada, Montreal, has taken over 
the Cleveland Life Insurance Company, 
Cleveland, and shareholders of the latter 
will receive about $300 per share. Accord- 
ing to the data shown in The Life Insur- 
ance Policyholders Pocket Index, the 
Cleveland Life, with a capital of $500,- 
000, closed 1925 with admitted assets of 
$6,723,724 and a surplus to policyhold- 
ers of $800,000. The company’s insur- 
ance in force, as of December 31, 1925, 
was $37,240,843. The Sun Life had a 
surplus to policyholders, as of December 
31, 1925, of $24,790,935 and insurance in 
force, on a paid-for basis, of $1,007,991,- 
043. Admitted assets were $303,056,146. 
The purchase of the Cleveland Life by 
the Sun Life marks a further expansion 
of a Canadian company that is already a 
pewer in the Dominion and elsewhere. 
While there can be no doubt that the Sun 
Life will be greatly benefited by the trans- 
action and that it will continue to admin- 
ister affairs for the best interests of 
agents and policyholders, the business in 
the United States that the 
balance of power in the Ohio organiza- 
country. 


will regret 


tion has swung outside the 
American officers and agents have built 
the Cleveland Life’s prosperity, it was an 
institution of and for the life insurance 
business of the United States, and the 
fact that control is now held in Canada 
is like parting from an old friend; you 
wish him well, but are sorry that he must 


oO 
20, 


Hearing on Queens County Rates 


As the result of numerous protests against 
the recent rate advance for fire insurance in 
Queens Co., N. Y., especially in Queens Village 
and Hollis, Superintendent of Insurance James 
A. Beha gave an extensive hearing last Friday 
to the complaints submitted by various civic 
organizations. 

The Suburban Fire Exchange last December 
advanced the minimum rate for the area from 
20c to 50c per $100 of insurance. This action 
was the result of inspections showing that there 
amount of frame construction of 
Furthermore, it 


is a great 
small dwelling in this area. 
was found that the street surfaces are in bad 
condition, which would naturally hamper the 
fire department, also that the water mains are 
not large enough to cope successfully with a 
large conflagration. Accordingly, Superinten- 
dent Beha called these facts to the attention 
of the committees representing the various civic 
organizations and pointed out that where it is 
the duty of the State officials to see that the 
rates are fair and reasonable, they must also 
make sure the rates are adequate, as the real 
interest of the property owners should be in 
that the insurance companies be kept solvent 
so that fire losses can be paid. 

Sumner Rhoades, secretary of the New York 
Fire Insurance Rating Organization, in speak- 
ing in behalf of the fire insurance companies, 
told how some of the companies had threatened 
to withdraw entirely from the territory unless 
the rates were made adequate, that the conges- 
tion of wooden houses in certain sections of 
the discussed area made these sections little 
less than lumber yards; but he promised that 
a 20 per cent reduction in rates would be made 
just as soon as the roads were put in better con- 
dition to insure quicker access to the fire de- 
partments. 


Wants Receiver in Indiana for Integrity 
Mutual 

INDIANAPOLIS, IND., June 19.—The Superior 
Sheet Metal Works Company of Indianapolis 
has brought action in superior court asking that 
a receiver be named for the Integrity Mutual 
Casualty Company. The complaint avers that 
the Insurance Commissioner of Indiana has re- 
voked the charter of the insurance company. 
The metal works company has losses amount- 
ing to $2,200 for which it is liable by reason 
of the non-compliance with the 
laws of Indiana, the complaint says. Jt was 
announced, following the revoking of its license, 
that arrangements had been made for the com- 
pany’s be taken care three 
other similar companies. 


defendant’s 


risks to of by 


Death of J. W. Ferguson 

James W. Ferguson, one of the oldest insur- 
ance brokers of New York city, died suddenly 
on Friday at the age of seventy-four. Mr. 
Ferguson had been in the insurance business 
for sixty years and was the senior member of 
the insurance brokerage firm of Ferguson & 
Van Name. 





THE. SPECTATOR 















































Multiple Line Advantages 








HE Missouri State Life is 

one of the few insurance 
companies providing for the 
sale of Accident and Health 
and Group Insurance in con- 
nection with Life insurance, thus giving 
its representatives three opportunities for 
success instead of one. 
Missouri State Life Accident and Health 
policies give complete insurance coverage. 
The Company issues no limited form pol- 
icies. Every need is anticipated and full 
provisions made for it. Contracts are ab- 
solutely free from restrictive clauses, hav- 
ing been designed to afford patrons the 
broadest possible service and the most 
complete protection. 
Accident and Health is the key to increased 
Life production. It gives the writing Agent 
a tremendous advantage over competition 
in that he has a record of the insured’s age, 
business occupation, and practically all 
other information needed in completing a 
Life sale. And Accident and Health adds 
materially to the Agent’s income. 
Group Life insurance, while a comparatively 
recent development in the insurance busi- 
ness, has already assumed tremendous pro- 
portions. It opens the way to big sales 
and pays the Agent a substantial commis- 
sion. It also affords an exceptional op- 
portunity to make a large number of 
individual sales of Life and Accident and 
Health insurance. Many of the Company’s 
Agents who have sold Group insurance 
policies, and who have taken advantage of 





the opportunities offered by 
the sale of such policies, have 
sold large amounts of individ- 
ual insurance which could not 
have been procured in any 
other way. In addition to Group Life, the 
Company writes Group Accident and Sick- 
ness and Group Accident, Death and 
Dismemberment. Agents are given the 
assistance of specially trained men in 
closing Group prospects. 


Supplementing its Group coverage the Com- 
pany offers its representatives the added 
advantage of writing business on the Salary 
Deduction Plan which enables groups of 
employees working for a common employer 
to purchase regular forms of Life insurance, 
in most cases without medical examina- 
tion, and have the premiums deducted 
from their pay by the employer. By this 
plan the benefits of Life insurance are 
greatly extended and the Agent’s oppor- 
tunities greatly multiplied. 

Through its multiple plan of insurance 
selling—Life—Accident and Health—and 
Group, including Salary Deduction, the 
Missouri State Life offers its representatives 
a decided advantage over the one line 
method. Each one of its several lines fur- 
nishes valuable leads to each of the others. 
It is because of its progressive ideas and 
foresighted policy that the Missouri State 
Life has made such a substantial and rapid 
growth, now ranking 19th among the 348 
Legal Reserve Life companies of the United 
States in amount of insurance in force. 


A Great Company Daily Growing Greater 


MISSOURI STATE LIFE 
INSURANCE COMPAN Y 


M. E. SINGLETON, President 
LIFE ACCIDENT 








y Home Office: ST. LOUIS 
HEALTH GROUP 
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CONNECTICUT MUTUAL 
MOVES 





Now Occupying New Building Out of 
Business Center 





EVERY MODERN CONVENIENCE 
INSTALLED 


New Offices Placed in Large Grounds— 
Contain Auditorium and Cafeteria 

The Connecticut Mutual Life Insurance Com- 
pany, the oldest chartered life insurance com- 
pany in Connecticut and one of the seven old- 
est in the country, is moving out of its old home 
at the corner of Pearl and Main streets in 
Hartford, where it has been since 1872, and 
into its modern, spacious new building at Gar- 
den and Collins streets. The company’s new 
home is shaped like the letter H and is of dis- 
tinctive, Georgian architecture and is built of 
blue, dark red and red Holland brick, especially 
imported from Amsterdam. The structure, con- 
taining four floors, is attractively situated on 
the crest of Lord’s Hill and overlooks the park- 
like grounds of the Hartford Fire Insurance 
Company across the street. The general ap- 
pearance of the new building gives the home- 
like atmosphere of an immense manor hause 
on a large estate: the cold, austere effect of 
an office building is missing. The surrounding 
grounds are spacious and bedecked with shade 
trees: in fact, the whole plot covers about 
eight and one-half acres. The company’s new 
home is now considered one of the show places 
of Hartford. 

The Connecticut Mutual has approximately 
350 employees and they are quartered in 
spacious, luxurious offices, with every modern 
convenience at their disposal. On the ground 
floor—27,000 square feet—are the cafeteria, 
superintendent’s room, mailing room, porter’s 
Also on this floor 
The accounting 





room and printing press. 
is a complete bowling allev. 
and renewal departments, the cashier and mort- 
gage loan departments—with glassed in private 
offices—are also on this floor, not forgetting an 
attractive auditorium that can seat four hun- 
dred people. The policy, loan and actuarial de- 
partments occupy most of the second floor, 
also the claim and title departments. Another 
feature of the building is that on each floor 
where there are private offices, two corridors 
are to be found—one for a main passageway 
and the other for a private corridor. The pri- 
vate offices are nearly all on the third floor. 
The rooms of the officers are furnished with 
mahogany desks and attractive leather chairs. 
On this floor is also situated the medical de- 
partment and its huge laboratory. An inter- 
departmental telephone system has been installed 
communication hetween departments 
is possible without the service of the operator. 


whereby 


During the eighty years of the company’s 
existence, there have only heen eight presidents, 
E. A. Bulkeley being the first, his office com- 
mencing in 1846 and ending two vears later. 
Jacob 1.. Greene. the sixth president, served the 
longest term of any, from 1878 to 1905. Mr. 





PROTECTS REAL ESTATE SALES BY 
LIFE INSURANCE 
Chicago Firm Makes Novel Contract With 
Federal Life 

Cuicaco, Itt., June 21—The Nixon Com- 
pany, prominent Chicago real estate operator, 
which for some time has been selling real estate 
with a contract agreeing to cancel the buyer’s 
unpaid balance of payments should he die be- 
fore clearing his title to the property, has now 
added a provision which relieves him of his 
payments during the periods of disability from 
accident or sickness. The company is protected 
by covering the buyers with life and disability 
insurance when the real estate sale is made. 
The Nixon Company has contracted with the 
Federal Life Insurance Company for handling 
the disability feature. 

Another interesting new real estate and in- 
surance combination is the proposed land value 
guarantee bond of real estate dealers in Okla- 
homa. The realtors propose to have the 
property sold by them insured against falling 
below an agreed valuation. Should the insured 
owner value his policy at more than the land 
at any time after a stipulated period, his 
declaration to that effect is sufficient. His po!- 
icy is then paid, the company assuming owner- 
ship of the property. 

Under the new plan, before a piece of 
property is insured, it is first submitted to care- 
ful examination by trained investigators. These 
men are able to forecast the minimum value 
during a definite future period. The insurance, 
accordingly, does not cover more than that 
minimum. 

Aid is rendered to the real estate man, it 
was pointed out, because an uninformed buyer 
may distinguish at once between proven and 
doubtful values. The opinion of the insuring 
company that the title is clear will facilitate 
sales. He can rest assured that the land op- 
crator is reliable 
M. C. Nelson Gets Iowa Agency of Equi- 

table of New York 

Des Mornrs, Iowa, June 19.—M. C. Nelson 
has been appointed manager of the Iowa agency 
of the Equitable Life Assurance Society of 
New York, according to an announcement of 
Frank H. Davis, vice-president of the firm. 

Mr. Nelson succeeds Roy Heartman. He 
was formerly connected with the Equitable So- 
ciety in Philadelphia. Vice-president Davis 
has been in Des Moines several days looking 
after the business of the company. 


Greene’s reputation became nation-wide in his 
stern fight against the abuses that grew up in 
companies. He had much to do with the Arm- 
strong investigation taking place and, accord- 
ingly, with the beneficent, corrective legislation 
that followed. The present president, James 
Lee Loomis, while adhering to the traditionally 
conservative policies of the Connecticut Mutual, 
has seen a new era in the development of the 
The new paid-for business 
This is 


about eighty million more than was written ten 


company’s business. 
of 1925 amounted to $104,160,000. 


vears previous. 


CLEVELAND LIEE AB- 
SORBED 


Sun Life of Canada Figures in Big 
Deal 


BENEFICIAL TO POLICYHOLDERS 


Cleveland Offices to Be Maintained as 
Branch—William H. Hunt to Head 
Permanent Cleveland Board 


The Cleveland Life Insurance Company, of 
Cleveland, Ohio, has been absorbed by the Sun 
Life Assurance Company, of Montreal, Canada. 
Shareholders of the Cleveland Life will re- 
ceive about $330 per share. The company has 
an authorized and paid-in capital of $500,000. 
It has about $37,000,000 of insurance in force 
and about $7,000,000 in assets. 

William H. Hunt, president of the Cleveland 
Life, has authorized the following statement, 
which explains the transaction in detail: 

Notwithstanding the unique position occupied 
by the Cleveland Life Insurance Company in 
its attained financial strength and its recognized 
leadership among the younger companies in life 
insurance service, and even though its individ- 
uality as purely a Cleveland institution be lost, 
the board of directors of the company have 
been attracted by the opportunity afforded to 
merge the business of the Cleveland Life with 
the Sun Life Assurance Company of Montreal, 
Canada. To that end an agreement has this 
day been ratified by the board of directors and 
becomes effective when the terms of the agree- 
ment are formally approved by the Insurance 
Commissioner of the State of Ohio, the gover- 
nor and the attorney-general of our Common- 
wealth. 


Sun Lire’s GREAT ORGANIZATION 


The impelling motive which has led to this 
decision is recognition of the fact that the 
Sun Life, with its great organization for life 
insurance service, backed by one ot the strong- 
est financial organizations of any life insur- 
ance company on this continent, and with the 
business acumen of its officers, their intelli- 
gence, and above all their integrity, guarantees 
to the policyholder benefits which are better 
than they are now receiving or have received, 
even with liberal treatment by the Cleveland 
Life, all of which is made possible by organized 
finance upon a large scale operating to create 
profits that accrue to the policyholder, and, 
furthermore, provide means of extending and 
liberalizing life insurance service to meet pres- 
ent-day competitive conditions. 

There is compensation to the men who have 
for seventeen years devoted their energies to 
building for Cleveland a life insurance com- 
pany in the fact that the Sun Life Assurance 
Company comes to Cleveland in a big way. 
It will employ the present staff of the Cleve- 
land Life and its entire organization, which will 
enlarge its importance in the States. 

A permanent Cleveland board is created to 
co-operate with the Sun Life in its investment 
and insurance program. This board consists 
of William H. Hunt, chairman: F. F. Pren- 
tiss; Elbert H. Baker, Charles E. Adams and 
H. G. Dalton. The insurance activities of the 
Sun Life, therefore, as directed from their 
branch office in Cleveland, and the financial 
operations of the Sun Life, will greatly enlarge 
Cleveland’s importance in life insurance and 
investment affairs. Personally I am delighted 
to be identified with the Sun Life’s ambitious 
program on this side of the Canadian horder. 
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\. SUCH MEN ‘ 
ARE NEEDED a 


TODAY 


























be 
HE crusaders were probably the most success- 
ful unsuccessful men the world.-has ever o 
known. ; 
Harassed on every side. Hungry. Thirsty. They ™ 
carried on—true to an ideal—until the end. 
And history says they failed. by 
Yet, as a boy, you read about them eagerly. er 
You forgot about their failures in your admira- ins 
tion for their courage. In fact, what man is ‘tl 
there whose strength of character is not trace- ™ 
able—1n large degree—to the “crusader-inspired- co 
ideals” of his youth? pl. 
So too, in the Infe insurance business, there have 
been crusaders of the past who inspire the cru- C 
saders of the present. The details of what they 
accomplished matters little. It 1s sufficient that on 
they created the traditions and gave substance 
to the ideals, which we are proud to follow 
Tue PHoentx Mutuat isan old life insurance As 
company. It has learned the value of its tradi- 
tions. Its most successful men have always been 
of the crusader type who found an opportunity 
through life insurance service in the PHOENIX ia 
MutuaL way—to give full expression to their ; 
most cherished ideals. Li 
Such men—more of them—are needed today. : he 
And the PHoenix Mutuat is ever ready to en- B, 
trust its business to their care. co} 


PHOENIX. MUTUAL & 


LIFE INSURANCE COMPANY 2 


HOME OFFICE ? : Q HARTFORD CONN. Ri 
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GEORGE L. HARRIS A SPEAKER 


Advises Advertising Men to Get on Side 
of the Public 


George L. Harris, supervisor of sales service 
of the Sun Life Assurance Company of Can- 
ada, Montreal, delivered himself of some of 
the original and keenly analytical thoughts 
which usually characterize his public utterances 
at the Monday luncheon session of the Insur- 
ance Advertising Conference, in session this 
week at Philadelphia. Mr. Harris advised the 
advertising men to “get on the side of the pub- 
lic’ so as to be able to appreciate their needs 
and to prepare themselves to present insurance 
in such a fashion as to create a real appeal. 

Mr. Harris by forceful illustration pleaded 
for a presentation of insurance from a basis 
of “feeling” rather than “logic.” It should be 
done, he said, simply and in good Anglo-Saxon 
words with a direct message to the soul. He 
pointed out that merely because an insurance 
company has policies to sell is no reason why 
the public should buy them. The public must 
be shown that it needs insurance. 


Prudential Sells Big Group Policy to 
Guaranty Trust Company 


Employees of the Guaranty Trust Company 
of New York and its subsidiaries have acquired 
life insurance protection to the amount of nearly 
six million dollars through a group policy re- 
cently arranged through the Prudential Insur- 
ance Company of America. Provision also is 
made in this policy for double indemnity in the 
event of death by accident, with additional 
benefits for accident and disability. 

More than 2100 men and women have en- 
rolled in the plan because of its liberal pro- 
visions. 

The average amount of protection applied for 
by each employee is one of the largest of the 
great number of organizations covered by group 
insurance through the Prudential, a striking 
illustration of the popularity of this form of 
coverage on the contributory—or co-operative 
plan. 

Foreign employees of the Guaranty Trust 
Company and its subsidiaries will be given an 
opportunity to come in under the plan. 


American Life and Casualty Organizing in 
Arkansas 


Lirtte Rock, Ark., June 18.—Articles of in- 
corporation and agreement of the American 
Life and Casualty Company of Little Rock have 
heen filed in the office of the County Clerk H. 
B. Chrisp. Officers of the company which will 
conduct a general life insurance business are 
as follows: President, James R. Riley; vice- 
President, R. Lee Dennis; second vice-presi- 
dent, E. W. Otley; secretary-treasurer, J. P. 
Riley ; attorney, L. A. Hardin. The company 
is chartered for 50 years and is capitalized at 
$50,000, $10,000 being paid in. The stock is- 
sue consists of 1000 shares of $50 par value 
each. 





AMERICAN LIFE CONVENTION GETS 
ST. LOUIS OFFICES 


Association Will Move Into New Quarters 
Early in August 


St. Louis, Mo., June 21.—The American 
Life Convention has signed a long-term lease 
on a large portion of the sixth floor of the 
Shell building, Thirteenth and Locust streets, 
St. Louis, Mo., according to an announcement 
by the Mercantile Trust Company that ne- 
eotiated the lease. 

The general offices of the association have 
been maintained for years at Omaha, Nebr. 
They will move to St. Louis about August I. 
It is also expected that the headquarters of 
the American Service Bureau and auxiliary of 
the convention wil! also be established in the 
Shell building in a part of the space leased to 
the parent company. 


Richmond Life Underwriters Elect 


RICHMOND, VaA., June 20.—At the annual 
meeting of the Richmond Life Underwriters 
Association held to-day, the following officers 
were unanimously elected to serve during the 
ensuing twelve months: President, R. P. Harri- 
son, Union Central; vice-presidents, T. Garnett 
Tabb, Travelers, and Jas. K. Dunlop, “£tna; 
secretary, H. E. Lambeth, Prudential; treas- 
urer, Reiman McNamara, Mutual Life of New 
York. R. B. Augustine, Mutual Life of New 
York, retiring president, becomes chairman of 
the executive committee. Besides the officers of 
the Association, the following were elected to 
serve on this committee: G. W. Diggs, Penn 
Mutual; Arthur Levy, Atlantic Life; T. Pryor 
Campbell, National Life of Vermont, and N. D. 
Sills, Sun Life, of Canada. 

After considerable discussion pro and con, 
the Association adopted a motion offered by 
IK. Mul Crutchfield, Equitable, of New York, 
appropriating a maximum of $300 for a series 
of luncheons at which non-members will be 
The motion provides for speak- 
ers at these luncheons. It is Mr. Crutchfield’s 
idea that the membership can be increased in 
this way. 


entertained. 


Utah Life Underwriters Elect 

Sart LAKE City, Utan, June 18.—Walter 
S. Payne, assistant manager of the ordinary 
partment of the Salt Lake City division of 
the Prudential Life, was elected president of 
the Utah Life Underwriters Association at the 
annual meeting of the association on June 12, 
held at the Chamber of Commerce. He suc- 
Other officers 
elected to serve with Mr. Payne were as fol- 
lows: R. W. 
D. A. Bover, second vice-president ; J. W. Rob- 
bins, secretary: Edith R. Lewis, treasurer, with 
W. A. Carter, John James, J. H. Harrop, Jos. 
V. Smith and Fred French as directors. The 
secretary, Mr. Robinson, is with the local office 
of the Mutual Life of New York. A member- 
ship campaign during July and August was de- 
cided upon at the meeting. 
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ceeded Major Sam S. Parker. 


Anderson, first vice-president; 


TRIBUTE TO LOUIS F. BUTLER 


President of Travelers Honored by Com- 
panies’ Boards of Directors 


The address of the boards of directors of 
the Travelers Insurance, the Travelers In- 
demnity, and the Travelers Fire Insurance 
companies, Hartford, as made to President 
3utler at the regular meeting, held 
3utler 


Louis F. 
on February 15, was presented to Mr. 
in engrossed form on Monday of this week. 
The address was originally read to President 
Butler at the February directors’ meeting, 
shortly after he had completed ten years as 
president of the Travelers companies. 

At that time the agency forces of the or- 
ganization marked his tenth anniversary with 
ten weeks of special production in the fatter 
part of 1925, and the home office staff recog- 
nized the event with many oral, written and 
floral messages. The directors, representing 
the stockholders, then took the opportunity to 
read a laudatory address to President Butler, 
and at that time ordered that it be engrossed 
and presented to him. This presentation was 
the function that took place on Monday. 

The directors’ address to President Butler 
ne advances made by the Travelers 
during his administration, and pays.a remark- 
able tribute to his capabilities as an executive. 
An indication of the big regard in which 
President Butler is held by his boards of di- 
rectors may be gained from the following ex- 


reviews 


tract taken from the engrossed address: 

“During his administration our president has 
upheld for our companies all of the good name 
and reputation earned under the presidency of 
the distinguished founder of this company, 
James G. Batterson. and he has carried on the 
good work from the noteworthy point of dis- 
tinction of his immediate predecessor, Sylvester 
C. Dunham, and he has brought our companies 
into the very foremost place. The Travelers 
stands today as the greatest multiple line in- 
surance organization in the world.” 

The original engrossed copy of the address is 
now in possession of President Butler, but a 
very limited edition of the address in small 
book form has been printed for the benefit of 
the directors and Mr. Butler’s personal friends. 
It is handsomely bound in a stamped cover, on 
which appears a gold medallion reproduction of 
the companies’ home offices at Hartford and 
forms a memorable souvenir. 





Agency Uses Broadcasting Plan 

The Indianapolis agency of The Franklin 
Life Insurance Company of Indianapolis, ac- 
cording to its manager, Ralph L. Colby, has 
been meeting with considerable success through 
its radio broadcasting every Monday, Wednes- 
day and Friday night of a “children’s hour.” 
This broadcasting has kept the name of the 
company constantly before thousands of people 
and some very splendid sales have resulted. 
The radio programs create a great deal of good 
will in the territory and help reduce whatever 
resistance there may be in agency development 
work. 
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INCOME BUILDERS 





Raymond Dickmiller of Iowa, one of our long time associates, holder 


of a satisfactory non-forfeiting renewal commission agency contract, 


has become known as the life insurance man of his community. He 


is a substantial, well regarded citizen there. His renewal commission 


checks are of comfortable size each month and are steadily growing. 


There are uncommon opportunities with this Company for ‘‘build- 
ers”’ of the Dickmiller type in some of the best territory in the middle 


west and southwest. 


Write to Ralph H. Rice, President 


NATIONAL FIDELITY LIFE INSURANCE COMPANY 


KANSAS CITY 


MISSOURI 

















An Investment in Happiness 


—ts a connection with the 


Philadelphia Life Insurance Company 


Every Representative has the Joy that 
comes from: 


1. 


Having The Thing That Will Sell--we 
have a great variety of policy 
contracts with very liberal features. 
Treatment That Makes Work Pleasant-- 
every Home Office official has the 
Bieldman's viewpoint--is helpful, co- 
operative, appreciative and under- 
standingly friendly. 

Opportunities To Get What You Harn-- 
liberal commissions and renewals. 
Contracts all direct. Non-Par pays 
game lst year as Par. Prospect- 
finding plan--Advertising aids, etc. 
Every help to help you sell. 

Knowing You Have a Lifetime Connec- 
tion-- many have been with us 10-15- 
20 years. We're young and growing 
rapidly--promotions from the ranks. 


Address: Manager of Agencies 
A. M. HOPKINS 


111 No. Broad St. Philadelphia, Pa. 




















The Franklin Life Insurance Com- 
pany is the oldest and largest life 
company chartered under the laws } 
of Illinois. 

The Company’s size has more than 
trebled in the last ten years, and the 
rate of growth is greater now than 
it has ever been. 


On January 1, 1926, the insurance 
in force was $175,489,299.00; and in 
the nineteen states where this busi- 
ness is in force there is good open 
territory. 

To fill this territory, men are need- 
ed—men who can work—and grow 
with the Company. Write. 
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£, H. Redlich Qualifies in $500,000 Club 
of Franklin Life 


The Franklin Field, house organ, of the 
Franklin Life Insurance Company, of Spring- 
feld, Illinois, recently contained an article 
referring to the fact that If. H. Redlich has 
qualified for its half million dollar club. He 
is the first member of the club this year. The 
Franklin Field says that Id. Redlich’s record 
in the clubs is matched by no other Franklin 
agent. Mr. Redlich has been a member of 
the $250,000 club ten times and counting his 
recent achievement has qualified in the $500,- 
ooo club four times. It was the tremendous 
success made by Mr. Redlich in life insurance 
selling that led William T. Nash, author of 
the famous Nash series of life insurance leaf- 
fets, published by The Spectator Company, to 
write his leaflet entitled “The Story of Ed. 
Redlich.” In that leaflet Mr. Nash detailed 
the methods by which Mr. Redlich secures pros- 
pects and closes sales. 

In “The Story of Ed. Redlich” the record 
of Mr. Redlich’s business for the first six 
years is given, and it is particularly valuable 
to other life insurance agents 
methods that made that record possible have 
now won him signal recognition as a life in- 
surance producer. 


because the 


Life Presidents to Send Delegates to 
American Life Convention 


A special committee of delegates, as follows, 
will represent the Association of Life Insur- 
ance Presidents at the twenty-first annual meet- 
ing of the American Life Convention, at De- 
troit, Mich., September 1, 2 and 3: Ethelbert 
I. Low, chairman, president, Home Life Insur- 
ance Company, New York, N. Y.; Chandler 
Bullock, vice-president and general counsel, 
State Mutual Life Assurance Company, Wor- 
cester, Mass.; David S. Dickenson, president, 
Security Mutual Life Insurance Company, 
Binghamton, N. Y. 


International Convention Committee 
Establishes Headquarters 


The Philadelphia committee in charge of the 
International Convention of Life Underwriters 
in Atlantic City, September 15, 16 and 17, has 
established headquarters in Suite 1202, North 
American building, Broad and Sansom streets 
in Philadelphia. The new headquarters, which 
will be in charge of Henry Chubb, as execeu- 
tive secretary, are situated within a few blocks 
of both the Pennsylvania and Reading Rail- 
toad depots and within the shadow of city hall. 





Mutual Life Meet 


Ricumonp, Va., June 19.—Virginia agents 
of the Mutual Life of New York held an en- 
thusiastic and successful convention at the 
William Byrd hotel, in Richmond, Thursday 
and Friday. At the banquet Thursday evening 
the speakers were L. L. Watts, secretary of 
the Virginia Commission for the Blind; Dr. 
Tipton R. Snavley, dean of the School of Eco- 
homics, University of Virginia; W. V. Capps, 


Agents in Virginia 


Great Southern Mutual Life Goes on Old 
Line Basis 

LittLe Rock, Ark., June 21.—A permit from 
the State Insurance Department has been 
granted to the Great Southern Mutual Life In- 
surance Company (negro) giving it authority 
to sell $150,000 worth of stock, and thus quali- 
fying it to become an old line insurance com- 
pany. The company plans to expand into other 
States. 

Directors of the Great Southern Mutual are 
among the best known negro citizens of Little 
Rock. The company has been operating in 
Arkansas for five years and has more than 
5,000 policyholders. 

At a recent meeting of the General Minis- 
terial Association a strong endorsement was 
given the company. The officials of the com- 
pany include: A. W. Zilton, president; Fred 
T. Jones, treasurer, and T. J. Frice, secretary. 


Continental of St. Louis Doing Big 
Business 

J. DeWitt Mills, secretary of the Con- 
tinental Life Insurance Company, St. Louis, re- 
ports that the business for the first five months 
of the year 1926 shows a large increase over 
last vear. The business submitted 
agency forces during these five months from 
the thirty-five States in which the Continental 
operates totals $19,363,093,000. 

The largest month in the five was March, 
which broke ali company records for a single 
month’s production, with $5,600.000.00. This 
unusual came about through the 
celebration of the twentieth anniversary of the 
company’s incorporation. The month of May 
was the largest of any May in the history of 
the company. 


production 


Big Packing House Takes Group 
Insurance 
The Wilson Company, big Chicago packing 
firm, has arranged for a group insurance pol- 
icy on its employees, covering upwards of 5000 
individuals. The schedule, which is on the con- 
tributory plan, covering a total of $15,000,000 
insurance, contains some unusually interesting 
features. Amounts of insurance are based on 
the salary and length of service of each individ- 
ual, and each employee will have an insurance 
certificate for an amount at least equal to his 
annual salary. At the end of five years the 
amount of insurance is automatically doubled 
or increased up to a maximum of $10,000. 
This group policy was placed through the 
William M. Houze Chicago general agency of 
the John Hancock Mutual Life Insurance Com- 
pany of Boston. 


a bank advertising expert, Norfolk, Va., and 
E. D. Wilson, superintendent of agencies in 
Virginia. W. P. Dodson, Norfolk, president 
of the club, presided at the sessions, while S. 
B. Love, Virginia manager for the Mutual Life. 
was host to the convention. 
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Mutual Trust’s Twenty-First Anniversary 
Month Goes Over Big 

May, 1926, marked the twenty-first anniver- 
sary of Mutual Trust Life Insurance Com- 
pany of Chicago. During the month a unique 
campaign was conducted to theoretically “build” 
the Chicago Temple, the building in which the 
company’s home office is maintained, counting 
each dollar of insurance as one “brick” laid in 
“the building of the Temple.” Three million 
dollars of (three million “bricks’”) 
were required to “build” the Temple to the 
twenty-first floor, with an additional 250,0000 
“bricks” for the tower, making a total quota 
of $3,250,000 for May. 


business 


$3,286,861 WRITTEN IN MAy 

We have just learned that this campaign com- 
memorating the anniversary of Mutual Trust 
has proven the most effective of any in the 
history of the company. During May, a total 
of $3,286,861 of new business was written, an 
amount which exceeded last year’s anniversary 
$649,666. May 26, the 
company’s anniversary day, produced a total 
of $713,634 of new business, and exceeded any 
previous one-day record by $213,403. This rec- 
ord, contrasted with May 26, 1905, the day 
on which Mutual Trust began activities by is- 
suing its first twelve policies for a total of 
$17,000 of business, gives us a pretty fair idea 
of the progress being made by Mutual Trust. 
1926 promises to be an outstanding year. A 
quota of thirty millions for the year has been 
set and production is right up to schedule. 


month production by 





American Life 
Reinsurance Co. 


OFFICES 


DALLAS 
HOME OFFICE BUILDING 


CHICAGO 
29 S. LA SALLE ST. 


PROMPT SERVICE 
FROM BOTH OFFICES 
MAXIMUM SECURITY 
TO TREATY HOLDERS 


A. C. BIGGER, President 
MORTON BIGGER, Secretary 
C. W. SIMPSON, Medical Director 
BERT H. ZAHNER, Chicago Mgr. 
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Helping People 
To Live Longer 


The general mortality rate in the United States and 
Canada is steadily improving. Five years have been 
added to the average expectation of life in thirteen 
years. 


But in the same period nearly nine years have been 
added to the life expectation of Metropolitan Indus- 
trial policyholders—a gain over the general average 
of four extra years. 


A continuous campaign for better health has been 
conducted by the Metropolitan among these policy- 
holders who numbered at the end of 1925 about 
twenty million people. Trained nurses have been 
sent to them when they were sick. Hundreds of mil- 
lions of pieces of literature have been distributed 
among them. Moving pictures and the radio have 
been used in telling them how to keep well. 


The Company believes its improvement in mortality 
over the general average is largely the result of this 
work. It therefore invites co-operation to the end 
that all policyholders in all companies may be led to 
achieve their universal desire for many added years 
of life, health and happiness. 


HEALTH AND WELFARE 


Lives saved among Metropolitan In- 
dustrial Policyholders from 1911 to 
1925, in excess of general mortality 


RAN INORG 655: 65:16 5105/0500 im 01%) 50 240,000 people 


Lives saved among Policyholders in 
1925 as compared with the death rate 
BEM MEIN Me Oe Bee oe iis Gisele) a 6 werowie-w' 


Decline in mortality rate among Met- 


66,288 people 


ropolitan Industrial Policyholders 
—TSc |) | i gisveyetave sisceveve!s 32.5% 
Decline in Metropolitan Tuberculo- 
sis Mortality rate since 1911......... 56.3% 
Decline in Metropolitan Typhoid 
mortality rate since 1911............ 79.8% 
Decline in Metropolitan Diphtheria 
mortality rate since 1911............ 62.6% 


Health Information in advertise- 


ments reached in 1915............... 52,000,000 people 


49,182,126 copies 


Trained nursing care for sick Policy- 
oe ES oe ee 
Health films shown to more than... 
Total expenditures for Health and 


Welfare Work among policyholders 
NUON ee ec ie at skin n Wietarel aie lacaverwrslc te $4,056,482.47 


2,695,056 visits 
2,000,000 people 


Metropolitan Life Insurance Company 


F. H. Ecker, Vice Pres. Haley Fiske, President 
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Continental Congress Adopted a resolu- 3) 
tion Declaring for Independence July 2, Mi 
Ge) 

Declaration of Independence unanimous- a) 
ly and formally adopted by Congress and fl 
signed by the President, John Hancock of a 
V0 

Massachusetts, July 4. ei 
Declaration Engrossed on Parchment NY 

4) 

and presented to Congress August 2. John si 
Hancock again affixed his now famous signa- wy 
re ture and declared, “I write so that George “i 
the Third may read without his spectacles.’’ sy 
Forty-nine others then signed, and later the ff) 
entire fifty-six who adopted the Declaration. f y 
The Original Parchment Copy thus st 
signed is preserved under wax and glass in Ns, 
the Library of Congress at Washington, | on 
D. C., where “All Nations may behold it and ay 
Time shall not efface it.” eal 
fi) 

The John Hancock ub 
Mutual, so far as Sa 
known, is the only Gy) 

source from which V4 | 

any American citi- . As 
zen can obtain free Saag 7) 
a true facsimile of Lire INSURANCE COMPANY 7 
the Declaration of or Bosvom Massacwuseres AVG 
! Independence. Ca 
. Inquiry Bureau, 197 Clarendon Street, Boston, Mass. Je 
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53.3% 


Of the new business issued by The North- 
western Mutual Life Insurance Company 
in the year 1925 was upon applications of 


members previously insured in the Company. 


Once a Policyholder--- 
Always a Prospect 





THE POLICYHOLDERS’ COMPANY 


The Northwestern Mutual Life Insurance Company 
of Milwaukee, Wisconsin 
W.D. VAN DYKE, President 
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Miscellaneous Insurance 








May Sales of Ordinary Life Insurance in 
Canada Are 10 Per Cent Higher 
Than Last Year 
Canadian purchases of ordinary life insurance 
during the month of May are 10 per cent ahead 
of the corresponding period of last year, ac- 
cording to figures just issued by the Life In- 
surance Sales Research Bureau of Hartford, 
Conn. During the month $37,703,000 of new 
business was paid for by the reporting com- 
panies, which have in force 84 per cent of the 
outstanding business in Canada. This is three 
million more than was paid for in May of last 
year. Sales have reached this height only in 
three other months since 1921; namely, in 
December and June, 1925, and in March of 


this year. 


Pacific Mutual Writes Over $20,000,000 
in New Business 
Los ANGELES, CALIF., June 22.—The Pacific 
Mutual Life’s drive in honor of President 
Cochran for the first twenty days of June in 
honor of his twenty years as president went 
over the top with more than twenty million 
in new business. John Newton Russell’s home 
office agency produced five million, and Baker 
& Moore produced more than two million, ex- 
ceeding the pledge by a good margin. Final 
figures now pouring in show that the com- 
pany’s men have met the quota. 


G. W. FUNK APPOINTED 
Becomes Western Manager of Automobile 
Insurance Company 

Hartrorp, ConNn., June 22.—Alfred Stinson, 
vice-president of the Automobile Insurance 
Company, announced today that G. W. Funk 
had been appointed manager of the company’s 
western division, to succeed J. W. Robertson, 
who is retiring on account of ill health. 

Mr. Funk was born July 10, 1885, at St. 
Paul, and attended the University of Minne- 
apolis. Later he entered the St. Paul College 
of Law, from which he was graduated in 1905. 
He practiced law for a time and then became 
interested in banking. In 1914 he entered the 
service of the Minneapolis Fire and Marine 
Insurance Company, from which he went to 
the American Eagle a short time later. 





Celebrates Anniversary 

On June 17, Arthur Waller celebrated the 
twenty-fifth anniversary of his connection with 
the United States branch of the Royal Ex- 
change Assurance and Car & General, of which 
he is assistant manager. Cable felicitations 
from the London head office were received, 
and the office and field staff and former Man- 
ager R. D. Harvey presented him with a huge 
bouquet of roses. He also received a handsome 
gold watch, chain and pencil from Emil 
Schaefer of the loss department and its per- 
sonnel. In the evening, Mr. Walker attended 
a dinner and theater party given in his honor 
by United States Manager Gayle T. Forbush, 
Which was attended by some of the senior mem- 
bers of the staff, 


How Is Your Follow-Up? 

At the home office, in looking over the lapse 
sheets, we frequently find business that has 
been paid for some three or four years and 
then for some reason that is not apparent, goes 
off the books and is lost to the company. 

In many cases there is only one cause for 
this condition. It is due to the fact that hav- 
ing dropped their insurance, the agent has 
failed to follow up the case and tried either to 
reinstate the old policies or write them for 
new business in their place. 

Even though a policyholder may be forced, 
by circumstances, to drop his or her insurance, 
that is no reason why the agent should forget 
them. Constant calls on these families who 
have formerly been insured will keep them 1n- 
terested and eventually secure their business 
again. 

It is a part of the service which we are in 
duty bound to give our policyholders to keen 
them continually advised as to the operations 
of the company and the necessity for insurance 
protection. 

There is no class of people more amenable 
to life insurance than those who have already 








carried it, and to resell them is much easier 
than to sell them in the beginning. 

And, don’t forget, the man who is compelled 
to drop his insurance to-day may face entirely 
different conditions to-morrow. People who 
have once had the money to pay insurance pre- 
miums rarely stay “hard up,” even though 
they may be short of money now. 

Keep calling on your ex-policyholders. You 
will find then a valuable source of production.— 
Colonial News. 


Brokers Conducting Membership 
Campaign 

The Fire, Marine and Liability Brokers’ As- 
sociation of the City of New York, with offices 
at 80 Maiden Lane, is conducting its annual 
membership campaign, and among the recent 
applications received are those of the two 
prominent insurance brokerage firms of Block, 
Earl & Co., Inc., 56 Beaver street, and Vander 
Peel, Pausner & Jefferson, Inc., 47 Beaver 
street. The Association was organized March 
3, 1808, and incorporated May 8, 1912. W. 
Douglas Owens is its new president. 


Vice-president Carl Hansen, 
of the Guardian Life Insur- 
ance Company of America, 
New York, is here shown re- 
ceiving a service plaque pre- 
sented him by the company’s 
field force on the occasion 
of his thirtieth anniversary 
with the company. E. J. Ber- 
let, manager of the company 
at Philadelphia, made the 
presentation. In company 
with him are President Carl 
Heye and_ Inspector of 
Agencies James R. McLain. 
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ly Premium plan. 
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0. G L. BUILDING 


Same Rates for Males and Females. 


Double Indemnity and Monthly Disability Income features for | | | 


Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 
The Company has its Home Office in its own building at 166 W. Jackson Bivd. running through 


Our Agents Have 


A Wider Field— 

An Increased Opportunity Because We Have 
Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on a variety 


of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


Participating and Non-Participating Policies. 
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Quincy and Wells Street, right in the heart of Chicago’s Financial District. 
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Blame Yourself ~ 






If this message doesa’t lead 
YOU to a larger Income! 


Take any ten average men who are 
struggling along with low pay. With- 
out prejudice, analyze each case. 
You will find in every instance each 
of them is solely to blame for his poor 
earning power. Every one of them 
has had a golden opportunity. They 
have either failed to recognize it, or, 
recognizing it, lacked the courage to 
follow it up. Now comes your chance. 


Opportunity is Ringing YOUR Doorbell 


Many National Life salesmen increased their income by 
50% last year. One salesman began writing business in 1918 
and for a period of 87 months has hung up an average monthly 
production of $46,219.00. You can do as well. 


The National Life has five popular low-cost policies which 
meet all forms of competition and make for larger incomes. 
Correspondence invited. 


AGENCY DEPARTMENT 


National Life Association 
Home Office: DES MOINES, IOWA 











DISTINCTIVE PROGRESS 


“In great things, steady, consistent growth to meet the needs of 
the times, never slow, never hasty,—always forward to accomplish- 
ment, 


The Mutual Life Insurance Company of New York 
America’s Oldest Legal Reserve Life Insurance Company 


; The record and progress of The Mutual Life have been dis- 
tinctive. and the notable changes and developments now mark- 
ing its history in meeting the requirements of increasinz demand 
and a quickening growth are evolved from almost a century of 
experience and success. 

Policy contracts completely revised in 1925. New contracts 
attractive in appearance. phrased in every-day language “‘easy 
to read.” easy to understand and to construe. ‘They contain 
all the old provisions justified by experience and all the new 
warranted by science and by the knowledge of experience. 
Improved Disability and Double Indemnity Benefits—under 
new provisions. 

Salary Deduction (allotment) Plan of insurance now written 
by the Company. 
ao Insurance now written on standard forms. ages 

to 15. 

_ An increased Dividend scale in 1926—the sixth consecutive 
increase. 

A majority of policy loans granted locally at Managing 
Agency Offices. 

The Company writes all standard forms of insurance. Same 
terms to men and women. Age limits, 10 to 70, inclusive. 

A Company conservative for entire safety, but forward- 
looking and forward-moving in accord with the new spirit and 
new demand of the times. 


Those who contemplate taking up 
field work are invited to apply to 


THE MUTUAL LIFE INSURANCE COMPANY 
OF NEW YORK 


34 Nassau Street New York City, New York 
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The Rate of Sickness 


By FreperickK L. Horrman, LL.D., 


Consulting 


Upon few questions affecting insurance are 
opinions more widely at variance than as to the 
rates of sickness that prevail among certain 
elements of the population or the population as 
a whole. Grotesque statements are made from 
time to time, but the estimated economic losses 
resulting from sickness throughout the nation 
are mere guesswork opinion and not entitled to 
serious consideration. Obviously before sick- 
ness can be represented statistically the term 
serious consideration. Obviously, before sick- 
the nature of the case this is extremely diffi- 
cult and the wide variations in conclusions arise 
easily out of the failure to adapt a working 
definition useful at least for insurance purposes. 
If every ailment or indisposition is to be con- 
sidered the results, of course, will 
amount to enormous totals. For insurance and 
general economic purposes it is probably suffi- 
cient to that recorded sickness shall 
represent economic disabilities of more than 
one week’s duration. This, of course, is a con- 
clusion open to question and it would not be 
acceptable for medical purposes. For much of 
the sickness that receives medical treatment is 
of less than one week’s duration—and it is most 
desirable that this should be so. For the more 
Promptly slight cases of illness or indisposition 
receive medical treatment, the more certain that 
Serious consequences and even death may be 
prevented. 

Th most useful returns of sickness among 
industrial employees are those which for some 
years past have been collected and published by 
the United States Public Health Service. A 
consolidated report has recently been issued 
Covering the five years ending with 1924 and an 
€xposure of 133,000 persons. Industrial acci- 


sickness 


assume 


Statistician, 


dents, however, are not included in this experi- 
ence. Nor do the reports include all disabling 
illness and non-industrial accidents of the 
duration specified, since most of the reporting 
industrial mutual associations refuse sick bene- 
fits for disability from venereal diseases, or 
from illness resulting from the violation of any 
civil law or for other reasons. But these ex- 
emptions would not materially affect the gen- 
eral results. The statistics, however, are sub- 
ject to a geographical limitation in that they 
exclude the Southern States and the States 
approximately west of the Missouri river. Con- 
sidering, first, male employees, the number ex- 
posed to risk in 1924 was 114,065, among whom 
there occurred 10,948 cases of sickness, or at 
the rate of 96.0 per 1000. For 1923 the rate 
was 95.1 and for 1922 it was 96.4. Hence the 
results are apparently sufficient to yield a nor- 
mal average of not quite 10 per cent. The 
distribution of sickness by causes does not vary 
as much as might be assumed. Thus general 
diseases including tuberculosis and cancer are 
represented by a rate of 31.0 per 1000 for 1924, 
33.5 for 1923 and 32.3 for 1922. The chief fac- 
tor in this group is influenza, for which the 
rate was 16.9 in 192b, 22.7 in 1923 and 20.9 in 
1922. The rate for tuberculosis was very low, 
or only 1.3 for 1924, 1.2 for 1923 and 1.9 for 
1922. The rate for cancer was still lower, be- 
ing only 0.6 for 1924, 0.5 for 1923 and 0.6 for 
1922 This relatively low incidence of cancer 
is suggestive of the conclusion that the experi- 
ence represents largely an industrial popula- 
tion of ages under 50. 


The sickness rate for diseases of the nervous 
system was 6.3 in 1924, 4.8 in 1923 and 6.0 in 
1922. The rate for diseases of the circulatory 
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Prudential Insurance Company of America 


system was 3.6 for 1924, 3.1 for 1923 and 38 
for 1922. For diseases of the respiratory sys- 
tem the rate was 13.6 for 1924, 147 for 1923 
and 15.9 for 1922. For diseases of the diges- 
tive system the rate was 19.7 for 1924, 17.1 for 
1923 and 17.5 for 1922. For diseases of the 
genito urinary system the rate was 2.7 for 


2.3 for 1923 and 2.6 for 1922. Combining 
the entire experience for the entire period 
1920-24, the average sickness rate per 1000 


persons was 98.5 and from specified diseases 
as follows 


indemic diseases........ 


Epidemic and 
Influenza 

Pulmonary 
Cancer 


Neuralgia, 
Neurasthenia, nervousness, etc......... 
Diseases Of (NG CF Gias «.cesssmecenes aa 
PSeaSes OF 1G Gitleccenudscadeacceuns 
Diseases of the Reattic. dics ccscscce< ‘ 
Diseases G8 (RG Vets xo swcccc conus 
Acute and chronic bronchitis.......... 
Pneumonia 
Diseases of the pharynx. ......<.<cccee 
Diseases of the stomach........cccccece 
Appendicitis 
Ternia 
Acute and chronic nephritis.......... 
Psedses: GF (1G. Geihe secs a cccsusccedane 
Diseases of the bones, etc..........e00% 4.0 


POMS PRIMM Sew Io MOH Lo 
VIE MAY ODTRRNOMO Damo 


The average number of persons exposed in 
this experience was 84,915, representing 424,573 
years of life. 

The sickness rate varies widely, of course, 
according to season. In 1925 it was highest 
during the month of February when the rate 
was 142.2, and lowest the month of 
August when it was 76.9. During 1923 it was 
highest in February and lowest in July. Dur- 
ing 1922 it was highest in February and lowest 
in June. In 1921 it was highest in February 
and lowest in July. This result is largely af- 
fected by influenza, which throughout the pe- 


during 

















































LIFE 


riod prevailed excessively during the early part 
of every year. Excluding influenza the sick- 
ness rate from other respiratory diseases, how- 
ever, was also highest in February and lowest 
in August. Excluding all respiratory diseases, 
the sickness rate was highest in February and 
lowest in December. 

The foregoing observations concerning the 
sickness rate during 1920-24 all have reference 
to both sexes. Separately considered it ap- 
pears that during the period under review the 
male sickness rate was 94.8 per 1000 and the 
female sickness rate 136.4. The most important 
differences occur among others in nervous dis- 
eases, for which the rate for men was 5.7, while 
it was 13.7 for women. Diseases of the respira- 
tory system also were more common among 
women, having been, respectively, 14.3 for males 
and 21.0 for females. For diseases of the di- 
gestive system the rate was 18.6 for men and 
33.4 for women. The difference is especially 
pronounced in diseases of the pharynx, for 
which the rate was 5.9 for men and 15.7 for 
women. Equally suggestive are the rates for 
appendicitis, which were, respectively, 3.1 for 
males and 7.5 for females. For non-venereal 
diseases of the genito urinary system the rate 
was 2.5 for men and 4.4 for women. These 
observations are based upon 336,525 years of 
life exposed to risk for males and of 30,967 
years of life for females. 

The experience is not sufficient for a detailed 
analysis by industries or occupations. A di- 
vision is made of three groups, or, respectively 
iron and steel workers with a rate of 76.0, of 
public utilities with a rate of 117.3 and of other 
industries with a rate of 97.6. 

The length of sickness by specified duration 
is given for males for the year 1924 concern- 
ing 6528 cases distributed in part, as follows: 
From 8 to 14 days the rate was 26.28 per 1000, 
for 15 to 21 days the rate was 18.18 per 1000, 
for 22 to 28 days it was 10.80, for 29 to 35 days 
it was 7.32, for 36 to 43 days it was 5.32, for 
43 to 49 days it was 4.05, and for 50 to 56 days 
it was 2.83. Subsequent to this period the 
figures are more or less negligble. 

The report makes an interesting addition to 
the study of sickness statistics and it is sin- 
cerely to be hoped that its plan in scope may 
be enlarged in course of time and that a larger 
number of concerns may render the voluntary 
co-operation required. It is fortunately becom- 
ing more and more the practice to keep sick- 
ness records in industrial establishments, while 
at the same time progress is being made in 
the development of voluntary sick benefit asso- 
ciations. The experience clearly shows that 
most of the sickness experience among wage 
earners is of relatively small economic im- 
portance. That is to say, the absence from 
work as a result of illness is not sufficient to 
cause a serious hardship in the large majority 
of cases, even when pay deductions are made. 
The difficulty, of course, of allowing sick ab- 
sences with pay rests upon the question of 
malingering. Unfortunately there are always 


employees who take advantage of an employer’s 
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INSURANCE EDUCATIONAL SECTION 


British Ordinary Life Assurance Business- 


Official Figures 


[From Our Lonpon CorrESPONDENT] 


Issued annually, the Board of Trade Return 
covering the statements of assurance business 
under the Assurance Companies Act, 1909, de- 
posited with the Authority during the twelve 
months ending with the preceding 31st Decem- 
ber has this vear made its appearance earlier 
than usual. The statements—lodged in 1925— 
with which the present volume deals have ref- 
erence, in the main, to the transactions of the 
companies during 1924; but this, in the nature 
of the case, is unavoidable. At the same time, 
the mass of detail brought together is of so 
far-reaching a character that its collection and 
collation supply a wealth of highly informative 
material, and in this connection the excellent 
summaries of results which are provided well 
repay careful study. 

For instance, compaines establishel within the 
United Kingdom reported an ordinary life 


New BusINeEss 

The new business of the year comprised the 
issue of 405,405 policies, assuring (presumably 
after . deducting re-assurances) £123,661,009; 
and it is significant of the recent rise in popu- 
larity, among super-tax payers, of single. 
premium policies—in association with loans on 
such policies—that single premiums brought in 
£3,485,105, yearly renewal premiums amounting 
to £5,493,323. The latter were, however, 
£440,142 ahead of the corresponding figure for 
the year before. 


How tHe Pusriic INsuREs 
From some points of view, the most interest- 
ing table is that which gives the total ordinary 
life assurances in force, as shown by the last 
valuation returns, arranged under headings 
descriptive of the various classes of policy. 


WITH PROFITS 











Increase Increase 
Number or Decrease Aaeget or en 
ULE SREN NON INO 56h o ins 385) 5S vier: nie. creee bie sales 736,848 —10,632 325,327,402 —3,384,596 
RURELUNOCE IE INONNN ERR oo o.oo oc dic averw eb ra WSS ewes 64,583 +948 37,341,975 +552,378 
Endowment assurances..............2seeece. 2,574,830 +81,093 464,837,398 +-22,837,192 
Joint lives and joint endowment assurance..... 38,961 +547 5,676,993 +6,491 
Gonmbtnerb AI ANSTO: OE 6656.6: 5 6.6.00 oe soccer 71,468 +1,499 32,549,713 +827,941 
Motel, Wath ProGts «oc. 66 cscs sks wies sare s 3,486,690 +73,455 865,733,481 +20,839,406 

WITHOUT PROFITS 

Increase Increase 
Number or Decrease Aone or Decrease 
TRIE SOU IE OE NEER  bis6 5 oa Sosa 5 nse ores aNeiw orele 208,504 —1,096 104,498,403 +3,825,334 
BA GNaaD Ge AD TENESENTN 3 fo oo% 5 Soccacay's arwcata lose eraraveysio ese aes 47,354 +328 19,619,322 +255,662 
Endowment assurances, ........0sccccscscess 552,862 —10,796 140,499,810 —1,347,770 
CO CE STE a eS re ee ae ge ee 117,314 +5,701 21,224'929 +332,406 
Jomt lives and last SUIVIVO? « ..<56600. s:0sececes 5,920 —22 2,311,588 —10,379 
Contingent aiid 168tle; GC. . ok oss oc nc cece 77,565 +1,507 55,132,819 +-2,769,378 
1,009,519 —4,378 343,286,871 +5,824,631 


Oval Without PIOUS. 6. 5s ee died a's 


premium income of £56,027,005, of which 
£51,461,4908 arose within, and £4,565,507 out of, 
the United Kingdom. The increase on the year 
was £4,824,525, of which all but £180,013 has 
reference to United Kingdom business. An in- 
crease of £26,375,003 carried the ordinary life 
funds to £532,656,641. 








liberality by remaining away from work on 
some pretense or other. The experience in 
this country has certainly shown that there is 
no inherent necessity for compulsory sickness 
insurance. It would be interesting to have a 
comparison made between the amount of sick- 
ness reported for American wage earners and 
those of Great Britain. But no really useful 
statistics of sickness have as yet been published 
typical of the British compulsory sickness ex- 
perience on a large scale. It may safely be 
assumed that if American wage earners felt 
the inherent necessity of insurance protection 
against sickness that the systems in vogue 
would have been much more rapidly developed 
than has actually been the case. It cannot be 
questioned, however, that sickness protection 
of wage earners is desirable and the statistics 
published should be useful in pointing the way 
in which such organizations can be made to 
serve a more useful purpose. 
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Following are the totals arrived at—together 
with the increases or decreases upon the cor- 
responding items in the summary published 
twelve months ago: 

The preponderance of endowment assurances, 
both with and without profit and both in num- 
ber and amount, is strikingly apparent, and it 
may be mentioned that, of late, there have 
been many references in the speeches of in- 
surance companies’ chairmen, and in the press, 
to the question as to whether the public has not 
shown an undue preference for the endowment 
assurance policy—which, at a given premium, 
carries a smaller amount of cover than the 
whole-life policy. The increase recorded above 
in limited premium assurances (i.e., assurances 
where the premium is payable for a limited 
number of years, the sum assured being pay- 
able at death) would seem to be a step in the 
right direction. 

London, E. C., 11th June, 1926. 





Prudential Appointments 


Following the regular meeting of the board 
of directors of the Prudential Insurance Com- 
pany of America, there were announced the 
appointments of Dwight S. Beebe as manager 
and Rudolph Diamant as economist and statis- 
tician of the bond department. 
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War Risk Insurance 

(Concluded from page 4) 
of the insurability of the insured and upon the 
payment of premiums in arrears with 5 per cent 
interest per annum, and the payment or rein- 
statement of any indebtedness which had pre- 
viously existed. This clause is thus very simi- 
lar to that of the life insurance companies, 
though some companies limit the time of rein- 
statement to a certain number of years after 
lapse, and some do not exclude from reinstate- 
ment policies which have been surrendered for 
cash. 


CHANGE TO OTHER ForMs 
The Government policy also permits, within 
five years from the effective date of the policy, 
an exchange without medical examination to 
another 
but requiring a higher rate of premium, upon 


kind of policy of the same amount, 


payment of the difference between the reserves 
on the two policies. 


Poricy Loans 

After the policy has been in force one year, 
policy loans will be granted, for amounts not 
over 94 per cent of the Cash Surrender Value 
of the policy, the loans to bear not more than 
6 per cent interest. Unpaid interest on loans 
will be added to the principal until the total 
indebtedness equals or exceeds the Cash Sur- 
render Value. This provision is thus similar 
tc the life companies’, with the exception that 
most of the companies loan the full amount of 
Cash Values. Of course, most of the life in- 
surance companies do not permit policy loans 
until two yars’ premiums have been paid, at 
least under whole life policies. The Govern- 
ment does not reserve the right to defer policy 
Icans or cash surrender values as most life 
company policies do. It does not of course 
need that protection. 


Non-ForFEITURE VALUES 

The Government policy has no provision for 
automatic premium loans. It does provide for 
Cash Surrender, Paid-up Policy for reduced 
amount, or Extended Term Insurance, after 
premiums for one year have been paid, the 
Extended Term Insurance becoming .utoemati- 
cally operative if neither the Cash Surrender 
Value nor the Paid-up Insurance Policy be not 
applied for within three calendar months after 
the due date of the premiums. The value of 
these non-forfeiture values are the ful! reserves 
cn the American Experience Mortality ‘Table, 
with 314 per cent interest. These features are 
thus more liberal than those of any life com- 
panies, in that the full reserves are available 
at the end of one year. Most of the life in- 
surance companies do not allow non-forfeiture 
values until premiums for two years have been 
paid nor do they allow the full reserves until 
the fifth year or after. 


Surcipr, Occupation, RESIDENCE, TRAVEL, Etc. 
There is no provision regarding suicide. The 
Incontestability clearly states that the insur- 
ance is free of restrictions as to occupation, 
residence and travel, or to military or naval 
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unlimited production. 


rights. 





Reading - Lancaster - York, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 








service, but provides that if the insured has 
been dishonorably discharged or dismissed from 
the military or naval forces of the United States 
on certain serious grounds, the insurance is 
terminated and all rights thereunder barred. 


The proceeds of the policy are exempt from 
all taxation. 

A policyholder of the War Risk Bureau re- 
ceives much for his money as may be noted 
from the foregoing summary. 





“Should Advertising apy Bexesiie Contracts or 


Tell What Life eccnioate Protection Performs? 


By WriutAM J. BRADLEY 


Publicity Manager, Home Life Insurance Company of America, Philadelphia, Penna. 


In the preparation of canvassing literature 
for the field forces there are open two main 
avenues of approach: You can take the various 
forms of policy contracts issued by your com- 
pany and have your copy treat of these or you 
can take the numerous and varied needs of 
mankind for life insurance protection and have 
your copy point out and describe how life in- 
surance covers the needs and guarantees the 
fulfillment of the humane desires which are 
You can tell 
the story of the ordinary life policy, for ex- 
ample, and say that it requires the deposit of a 
certain amount of premium either annually, 


pent up in every human heart. 


semi-annually, or quarterly, at a certain age 
that it is in full immediate benefit 
from date of issue, that it is incontestable after 
a certain period, that after three years it has 
loan values, cash surrender values, paid-up and 
automatic extended insurance values, that it 
contains total and permanent disability clauses 
and double indemnity features, a lump sum or 
monthly income settlement clause, that the in- 
sured can reserve the right to change the bene- 
ficiary at will, that dividends are payable after 
a certain time, that in the event of lapse the 
policy can be reinstated under certain condi- 
(Continued on page 21) 


of entry, 
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RANCE FABLES 


New Series 
THE AGENT’S NET 


By WILLIAM ALEXANDER 


“T search the newspapers for items that will help me in my business,” 
said the Shrewd Agent, “I tell my clients about beneficiaries who have 
received insurance money, and as a contrast I point to widows and orphans 


who have been left in want. 


I tell men how to protect their mortgaged 


property, pay their inheritance taxes, safeguard their business, and extend 


their credit. 


the big producers.” 


APPLICATION 


In hard times I preach thrift. 
investment of surplus funds in life insurance. 
ings, whether good or evil, to advantage. 


In flush times I advocate the 
I turn all significant happen- 
And that is why I am one of 


All is fish that comes to the wise agent’s net. 
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Public Relations of Life Insurance Companies 


By Lorry A. JAcoss 
Director of Public Relations, Southland Life Lnsurance Company, Dallas, Tex. 





The accompanying article is from a 
speech delivered by Mr. Jacobs before 
the Life Insurance Group Meeting of 
the Insurance Advertising Conference, 
Tuesday, June 22, at Philadelphia. The 
address, while directed principally to ad- 
vertising men, contains much thought of 
real interest to agents and for that rea- 
son is presented here-—Evitor’s Note. 











“Public relations is the business of finding 
out and of making known the factors of an 
enterprise which are of public interest.” I am 
indebted to John C. Long’s excellent book “Pub- 
lic Relations” for this definition. 

You may ask, “Why a public relations de- 
partment for a life insurance company ’” 

Let us go briefly into the history of public 
relations. Not so long ago, you will recall, 
public utilities were in general disrepute. The 
railroads, the gas, light and water companies 
and various other corporations were being over- 
taxed, punished and legislated against largely 
because a few had seen fit to abuse the power 
they held and also because the public in gen- 
eral knew little of the conduct of their particu- 
lar business. This condition, as you well know, 








One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $5,500,000. In- 
surance in force $116,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 


territory write today. 


AGENCY DEPARTMENT 















caused no little unrest, uneasiness and unhappi- 
ness. But finally a light dawned. 

Said a mighty man who headed a great rail- 
road system: “Why not go before the people 
with our story, tell them the exact truth about 
our business; set the facts before them, and 
ask for justice?” 

The decision was made to present the rail- 
road’s case to the public, and, as the success of 
the plan became immediately apparent, hundreds 
of other utility companies adopted it. The re- 
sult is that to-day public utilities are enjoying 
the greatest period of sound prosperity they 
have ever known. Not all this prosperity, of 
course, is attributable to public relations, but 
much of it is. 

You ask, “What has that to do with life in- 
surance ?” 

Only this: That the life insurance business 
is by its very nature a quasi-public utility. To 
whom does the life insurance business belong? 
To its officers? No. To its stockholders? No. 
To the workers necessary to transact its busi- 
ness? No. To the policyholders? Yes. And 
therein lies the secret of why public relations 
is going to be an increasingly important part 
of the business of life insurance. Policyhold- 
ers of life insurance companies have a right to 
know how the enterprises, which control so 
large a part of their savings, are conducted. 
And you should be glad to tell them. For, hap- 
pily for us all, you have nothing but good to 
reveal, and nothing to hide or conceal. 

Now let us take up the functions of a public 
relations department. Some of these you will 
recognize as integral parts of your business 
although you have not thought of them in con- 
nection with public relations. 

First—The first duty of a public relations 
department should be to the policvholders of 
the company which it represents. By various 
mediums which I will explain later, the policy- 
holder can and should be kept informed as to 
the progress of his company, of new policies 
made available for his use; of services the 
particular company willingly renders; of what 
his policy will do for him; of the necessity 
for keeping his policy in force once he has 
taken it. In short, as the public relations 
director, it is your duty to become the insur- 
ance advisor of the public, just as the lawyer 
is his clients legal counselor, or the doctor his 
patients’ advisor in matters of health. 

Second.—Through the insurance trade jour- 
nals, and through the newspapers and magazines. 
the department of public relations can keep 
agents, home office workers, and the public in 
general, informed as to institutional develop- 
ments, of opportunities for men in the life in- 
surance business, and of changes in the per- 
sonnel of companies. 

Third.—There is no greater task before the 
life insurance business than that of spreading 
information as to health and hygiene. In this 
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Stephen M. Babbit 


President 


HUTCHINSON KANSAS 

















function the department of public relations can 
be a moving spirit. Long strides have been 
taken in this respect, but I am only touching 
lightly on this subject because much of the 
work is familiar to you. In passing, however, 
I call your attention to the worthiness of spread- 
ing knowledge of health matters. You know of 
the health talk advertisements published by 
various companies and of the work of the Life 
Extension Institute. Of late there has been 
another great development; that of broadcast- 
ing health exercises over the radio. My com- 
pany, I am glad to say, has adopted this plan 
and although we installed them but eight months 
ago, we estimate that more than 50,000 people 
are now taking the exercises every morning. 
What could be more important to a life insur- 
ance company than the preserving of life and 
health among its policyholders and the public in 
general ? 

Fourth.—The life insurance business, I am 
sorry to say, has one problem in common with 
the utilities, namely, that of unjust legislation. 
Education is necessarily a slow process but I 
believe existing conditions could be relieved and 
will be relieved by the public relations depart 
ments if they will but do everything in their 
power to educate people in general and law- 
makers in particular as to the real facts con- 
cerning the life insurance business. And let me 
warn you, you will be more and more oppressed 
by taxation and unnecessary legislation unless 
this is done. I know of no more important 
achievement than that seeking to relieve life in- 
surance of unnecessary legislation. 

Fifth—tThere are at the disposal of the de- 
partment of public relations of a life insurance 
company a vast amount of statistics in which 
the public is interested. Tremendous strides 
have been taken in the broadcasting of these 
statistics by Frederick L. Hoffman, consulting 
statistician of the Prudential Insurance Cot 
pany of America. Much honor is his, and 
justly so, for his work in bringing to the at 
tention of the life insurance business the grea 
asset they have in statistics “of interest to the 
public.” We, in the South, have been st 
cessful in a branch of this function; namely, 
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NEW POLICY 





Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 
Manhattan Life 


Insurance Co. 
of New York 
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the collection and broadcasting of crop reports 
which serve not only to give us an idea of con- 
ditions as they exist in regard to agriculture, 
but also to inform the public in general as to 
the progress of crops (which in the South, mean 
progress and prosperity). Southern newspapers 
have gladly printed these reports and thus 
spurred along prosperity. 

We come now to the mediums available for 
use by the public relations department, in spread- 
ing knowledge of interest to the public. These 
are, namely: direct by mail, trade magazines, 
newspapers and general magazines and the 
radio. Each has its function and it is the duty 
of the public relations department to decide 
which shall be used for a particular purpose. 
To illustrate, let me point out to you that the 
direct by mail medium may be used to a great 
extent for conveying to policyholders matters 
of interest to them, progress of the company 
service available to them, etc. 

The trade journal is the correct medium for 
spreading information of interest to agents and 
of developments in the life insurance business. 

The newspapers and magazines are available 
for making known statistics of interest; health 
matter; new policies available for use by the 
public, etc. 

And, as I have explained, there is no medium 
comparable to the radio in the matter of broad- 
casting exercises and information as to health 
and hygiene. 

Just a few words as to the way in which 
you can convey this knowledge “of interest to 
the public.” This is, of course, a_ technical 
matter, and one in which you must use your 
own discretion. You know that certain matters 
are best brcadcast through the “paid-for ad- 
vertisement,” or the commercial radio. You 
know that others are best suited to the news 
of editorial columns of the newspapers and 


‘ 


magazines or to the uncommercialized news- 
paper radio. Which is to be used is a matter 
for your own judgment. 





Seventy-Five Years Ago 


the Massachusetts Mutual Life Insur- 
ance Company was organized by a group 
of men with unusual foresight. They 
conceived an organization that would 
create a personality of strength and 
friendliness, and conduct its affairs so as 
to win and hold the confidence of policy- 
holders. 


During all these years this institution 
has faithfully maintained the spirit of 
service inaugurated at its birth. To-day 
it ranks with the best companies in the 
country and is known throughout the 
land as 


The Company of Satisfied Policyholders 


Joseph C. Behan, Superintendent of 
Agencies. 


Massachusetts Mutual Life 
Insurance Compaay 


Springfield, Massachusetts 
Organized 1851 





Peoples 
Life 
Insurance 
Company 


Frankfort, 


$3,483,201.42 on Deposit with the 
Indiana Insurance Department 


$375,907.67 Surplus Protection to 
Policyholders 


$40,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


Indiana 


TERRITORY OPEN IN 
INDIANA, OHI©, ELLINOIS, MICHIGAN, 
ARKANSAS, TENNESSEE, TEXAS AND 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Cempany. 











North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Ageucy Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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GOLDEN OPPORTUNITY 








~ We Have Just Entered PENNSYLVANIA! 


You can pick your own city, town or county, where you 


are best known and loved. 


THE ENTIRE STATE TO PICK FROM! 


n 


You pay no bonus for territory or agency contract. It’s 


free for you if you write quick to 


SHENANDOAH LIFE INSURANCE CO. 


ROANOKE, VIRGINIA 


OLD LINE LEGAL RESERVE COMPANY 
WRITING ALL THE STANDARD POLICIES 


R. H. ANGELL, President 


W. L. ANDREWS, Secretary-Treasurer 


E. LEE TRINKLE, Active Vice-President 
































Don’t GoDown for the Count! 


It may be good philosophy to come up smiling after 
taking one on the chin, but it is very probable that 
should a prize fighter subscribe to such dictum he 
would awake in time to hear the referee count ten. 


This is not the first installment of a new guide to 
prize fighting, but just a way of telling you of another 
“‘why’”’ of International Life success. 


International Life men are never downed, and hence 
there is no reason for their not smiling at any time. 
They are never downed because they are fully 
equipped to meet successfully any competition. 


We thought that you might be interested in knowing 
why International Life men are always smiling. There 
is no other excuse for this—except maybe to get you 
enrolled in the happy International Life family of 
agents. 


International Life Insurance Co. 
ST. LOUIS, MISSOURI 


W. K. WHITFIELD DAVID W. HILL 
President Vice-President 


W. F. GRANTGES, Vice-Pres. and Gen. Mer. of Agents 











SAN FRANCISCO 
RICHMOND 


NEW YORK 
MINNEAPOLIS 


Marsh & McLennan 
INSURANCE 
Fire Liability Marine 


175 W. Jackson Blvd., Chicago 





London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
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ATTENTION 


One of the primary objects 
of this Company is to extend 
genuine cooperation to its 
agents. Experience has taught 
us such a method is profitable 
because it promotes good 
fellowship and enthusiasm for 
a common cause, and induces 
loyalty to it. We want more 
Field Men and General Agents 
for Illinois and Indiana. Ref- 
erence required. Write. 


A. E. JOHNSON, Asst. to Pres. 


CHICAGO NATIONAL 
LIFE INSURANCE Co. 
202 So. State St. Suite 314-324 


Chicago, Illinois 











Should Advertising Copy Describe Con- 
tracts? 


(Continued from page 17) 


tions and within a certain limited period. You 


can discuss estimated dividends and net cost, 
and then, as a final windup, you can state the 
assets and liabilities of the company and the 
amount of insurance it has in force. Is such 
information capable of arousing or creating in 
the mind of the reader the desire for ownership 
and of stimulating the action to buy? Person- 
ally, I do not believe that it is. 

On the other hand you can take the various 
known specific needs for life insurance protec- 
tion and tell the public how life insurance can 
be used to meet those needs. In fact there is 
Probably no financial human need which life 
insurance cannot protect or fulfill. It is a 
Positive fact that every prospect has some aim 
in life, some goal to reach and that he depends 
entirely upon his life and health to enable him 
to attain his objective. If you can show him 
that the life insurance way is the surest and 
best to reach his ‘goal he will go along with 
you by signing his name on the dotted line; 
and he will stick by you by keeping his policy 
in force. Every normal man is trying to do 
three things—first, supply the current needs of 
his family and self; second, provide funds to 
take care of himself and for his family after 
he can on longer function as the income pro- 
ducer; third, provide for his family in the event 
of his premature death. He wants to live and 
accomplish his aims. 


He has a mental picture 
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of an independent old age for himself or an 
independent condition for his fatherless family. 

Life insurance has proven itself to be the 
best means of assisting every man to accom- 
plish these aims and of making certain the 
things closest to his heart. When you show a 
prospect how policies can satisfactorily guar- 
antee these things he will be anxious to secure 
and retain the protection. Loan values and 
surrender values, terminal options and other 
policy features are the most uninteresting things 
in a policy. The iron-clad safeguards which 
it places around the uncertain future are the 
most interesting. Be careful, then, to inject 
the human element rather than the financial one 
into your literature. 

The insurance fraternity is daily becoming 
more impressed with the fact that to remain 
in force and stay sold every life insurance pol- 
icy must be sold to cover some specific needs 
of the prospect, and not because the policy con- 
When a policy 
is sold for a specific purpose it will renew 


tains some excellent features. 


every year and remain in force until the need 
for which it provides has been fulfilled or un- 
til death calls upon it to perform its specific 
purpose. 

The last act of every man and woman in this 
world is to contract debt—funeral expenses, 
etc. A clean-up policy is here needed. The 
young person with a dependent parent and the 
family man want to discharge their obligations 
to those for whom they now make provisions. 
Food, clothing and shelter will still be required 
by dependents while the provider fills his 
eternal resting place. The man with a mort- 
gaged house would like to leave to his family 
a home free of all encumbrances, but he does 
not know that a mortgage policy will fill that 
need until the life insurance agents explain the 
merits of a mortgage redemption policy. The 
parent would like to live until he has properly 
educaed his children, and when he learns he can 
guarantee them that opportunity through an 
educational policy whether he lives or dies, he 
eagerly grasps that educational policy and holds 
on to it. The young man, realizing that his 
having no one dependent upon him now will 
mean that he will have no one to depend upon 
when he gets old or incapacitated, buys an old 
age endowment policy with total and perma- 
nent disability benefits. 

The charitable man wants to remember his 
favorite charities in his will, but experience 
tells him that making and holding on to wealth 
He finds 
a suitable answer to his needs in a policy for 
bequest insurance. The rich man realizes that 
State and Federal inheritance taxes and exec- 


are no more certain than life itself. 


utors’ fees will depreciate his estate from one 
to forty per cent, so he takes out a policy of 
estate settlement insurance. The business man 
foresees that the death of a partner causes an 
immediate dissolution of the partnership and 
the settlement of the business with the estate 
of the deceased on the basis of a dead rather 
than a going concern. 
prevents such a catastrophe, and he welcomes 
the written or spoken word telling him about it. 


Partnership insurance 
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Middle-west 
Casualty Company 


writing most approved Accident 
and Health forms on A, B, C 
and D risks (commercial plan) 
in eight States, wants Produc- 
tion Manager who has record as 
personal producer and is capable 
of managing agents. Good sal- 
ary and Home Office connection 
to man who can qualify. When 
writing give age, experience, 
present connection and refer- 
ences. 


All correspondence treated in 
strictest confidence. Address 
XYZ, care THE SPECTATOR. 











Perhaps it will aid us in reaching a safe de- 
cision on this important decision by diverting 
from advertising methods and discuss for a 
few moments past and present methods of life 
insurance salesmanship. If we can rightly as- 
certain what it is that helps the agent to secure 
the signature on the dotted line perhaps we 
will be in a better position to know how the 
advertising department can best help the agent 
to secure that coveted signature on the dotted 
line by first creating in the heart or mind of 
his prospect the desire or thought of possess- 
ing protection. You will recall that not so 
many years ago all that a new life insurance 
agent received from his general agent, manager 
or superintendent was a license, a rate book, a 
bunch of applications, some specimen policies, 
a few folders descriptive of policy contracts 
and a benediction. Thus equipped he was 
turned loose on a rather indifferent if not alto- 
gether hostile public. He was given no instruc- 
tions whatever, as to who were prospects and 
how and where to find them, how to approach, 





In the States of 


Illinois, Michigan, 
Ohio and Missouri 


If You Can Interest Us, 
We Can Interest You. 
Let’s Talk It Over? 


Age Limit:—3 months to 60 
years. Plan:—Ordinary. Non- 
Participating. 


Providers Life 


Assurance Co. 
1530-32 N. Robey, 
Chicago, IIl. 

J. J. DUBOURG, Agency Manager. 
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how to make a proper presentation, and how to 
close. One of the disastrous results of this 
lack of proper instruction in salesmanship was 
the fact that the agent became a price sales- 
man and a policyholder. The only knowledge 
he acquired was that pertaining to premium 
rates and policy values and about these he 
chattered to a public which did not care a 
tinker’s dam about premium rates and policy 
values because these were foreign subjects to it. 
The agent stressed the cost of life insurance 
protection and this gave rise to the thought in 
the prospect’s mind as to whether he could af- 
ford additional expenditures for something 
which he wasn’t certain whether he understood 
or needed. Consequently sales were low, earn- 
ings were lean and an inept and undesirable 
class of salesman was found to come in and 
soon go out of the business, thereby increasing 
the public hostile attitude to and disrespect for 
the life insurance agent. 

But a new day dawned in our business and 
with it came a realization that life insurance 
was a vital necessity in every home and that it 
required real, live salesmen of vision to broad- 
cast the message of its beneficent effects on 
the welfare of mankind. Company officials be- 
gan to institute schools of instruction and cor- 
respondence courses, a beter class of salesman 
was attracted to the ranks, many excellent books 
made their appearance and were avidly and 
eagerly read by this new class of salesman. The 
life insurance agent began to realize that there 
were as many needs for life insusurance as 
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there are hopes in the human heart, that he 
should emphasize the cost of not insuring rather 
than the cost of insuring, that life insurance had 
an interesting message for mankind and that it 
was his duty to pjreach and spread the gospel 
of life insurance protection. He soon gradu- 
ated from a price salesman, a peddler of policies 
and a damned nuisance to a financial adviser, 
philosopher and welcome friend in every home 
and the most welcome friend that crosses the 
threshold of the home wherein the angel of 
death has visited. Our modern life insurance 
agent analyzes his prospect’s needs of protec- 
tion, he paints a mental picture of what it 
means during certain periods in life to have 
life insurance protection and to be without it. 
The desire for policy ownership is created by 
telling what life insurance performs rather than 
what it costs. The policy is now defined merely 
as a written guarantee of the fulfillment of 
those needs of the insured wherever and when- 
ever the emergency arises. The agent has paid 
the price in years of regret and experience for 
this valuable knowledge—the knowledge that 
the insuring public is more interested in what 
life insurance performs rather than how it 
performs it and how it guarantees it through 
the medium of the policy contract. The pub- 
lic is not concerned with the fine mechanics of 
the policy contract but it does want to know of 
what benefit will life insurance protection be 
when certain emergencies, such as disability 
and old age dependence, and certain events such 
as death, occur. 
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Analyzing Success 


CROSS section of the 66th Annual State- 
ment which shows, by growth, safety and 

low net cost, why the Guardian ranks as one | 
of the strongest of the strong companies. | 















NEW BUSINESS, 
about 50% gain......... $66,857,528.00 
INSURANCE IN FORCE, | 
I, occ scauss vss 290,912,305.00 | 
ADMITTED ASSETS...... 51,866,771.92 | 
LIABILITIES.............. 45,836,814.05 | 
SURPLUS AND DIVIDEND | 
FUND, 13% of Liabilities  6,029,957.87 | 
1926 DIVIDENDS SET 
ASIDE, 25% increase... —_ 1,983,000.00 


most old line companies, and in a way that 
offers unusual opportunities to men of the 
right calibre. For information, write 


T. LOUIS’ HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


Founded 1860 under the Laws of the State of New York | 
50 UNION SQUARE, NEW YORK | 
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The Guardian is growing more rapidly than 
| 
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FAVORS INSTITUTIONAL 
ADVERTISING 





Charles H. Holland Addresses Phila- 
delphia Conference 





NEXT MEETING IN DETROIT 





Group Sessions Bring Out Interesting Data 
—Elections Held 


[By A STAFF CoRRESPONDENT] - 


PHILADELPHIA, PENNA., June 23.—- The 
fourth annual convention of the Insurance Ad- 
vertising Conference closed at the Benjamin 
Franklin hotel here yesterday with the elec- 
tion ot officers for the coming terms and with 
the announcement that the next meeting would 
be held at Detroit on October 17 and 18, in 
connection with the sessions of the Direct 
Mail Advertising Association. Incidentally, 
the name of the Associated Advertising Clubs 
of the World, with which the Insurance Ad- 
vertising Conference is affiliated, has been 
changed to the International Advertisers As- 
sociation. 

The new officers of the Conference were 
chosen as follows: Warren W. Ellis, Com- 
mercial Union, New York, president; Clifford 
Elvins, Imperial Life, Toronto, and Chauncey 
S. S. Miller, North British and Mercantile, 
New York, vice-presidents, and William W. 
Darrow, Home Insurance, New York, secre- 
tary and treasurer. National commissioners oi 
the Conference are E. A. Collins, Leon A. 
Soper and Chauncey S. S. Miller. The execu- 
tive committee, in addition to the officers and 
commissioners, is compcsed of Clarence A. 
Palmer, Arthur H. Reddall, Luther B. Little, 
Bert N. Mills, John W. Longnecker, Eustace 
A. Brock, Clark J. Fitzpatrick and John H. 
Woods. Mr Woods, who is the new member 
of the committee, is the advertising manager 
of the Great Northern Life. 

The feature of the Tuesday sessions of the 
Conference was a luncheon, at which Charles 
H. Holland, president of the Independence Fire 
and the Independence Indemnity companies, 
Philadelphia, was the speaker. Of all the 
great institutions having goods or services to 
sell to the general public, said Mr. Holland, 
insurance probably is the least developed as 
regards advertising. Daily newspapers and the 
business of insurance have much in common, 
he stated, and the advertising methods that have 
Proved successful in one case may be well ap- 
plied to the other. Insurance is not receiving 
the publicity it deserves, continued Mr. Hol- 
land, and this, he said, produced the “result 
that the absence of publicity in the place where 
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publicity is natural and expected, leaves the 
insurance business less understood as an in- 
stitution than any of the other great interests 
of the nation.” 

Coming out in favor of a national institu- 
tional advertising campaign on the part of in- 
surance companies, Mr. Holland said that this 
would benefit the companies because it would 
open the way to additional premium volume; 
it would benefit agents for the same reason; 
it would benefit daily newspapers and enlist 
their support for insurance as a business; and 
it would benefit the public. With regard to 
the expense of an institutional advertising cam- 
paign such as he suggested, Mr. Holland said: 


Assuming that the combined premium in- 
comes of the stock companies in the fields of 
fire, casualty and surety insurance, amount to 
$1,500,000,000 per year, even so insignificant a 
proportion as one-fifteenth of one per cent 
would produce the substantial sum of $1,000,- 
000 with which a far-reaching, important and 
successful campaign might be undertaken. 


Tuesday morning was divided into group 
sessions, in charge of John W. Longnecker for 
fire insurance; Sidney C. Doolittle, for casualty 
and surety, and B. N. Mills for life insurance. 
Mr. Longnecker represents the Hartford Fire, 
Mr. Doolittle the Fidelity and Deposit, ‘and 
Mr. Mills the Bankers Life of Des Moines. 
At the fire insurance sessions N. A. Hickman, 
of the C. J. Adams agency at Atlantic City, 
discussed the agent’s sales talk, and dealt with 
the factors that make for successful solicita- 
tion in the field when coupled with advertising 
helps. Warren W. Ellis outlined the value 
of advertising material to the companies and 
their agents; Clarence T. Hubbard, assistant 
secretary of the Automobile Insurance Com- 
pany, Hartford, described the type of indi- 
vidual who is an advertising man, and told what 
that individual’s duties were; Archie S. Hall, 
editor of The Insurance Advocate, told of the 
value of insurance trade papers as advertising 
mediums for the companies in the business; 
and Chauncey S. S. Miller, in talking about the 
development of specialization in other fields, 
said that he expected to see a movement of this 
kind develop in the fire insurance business 
because of the many ramifications of the fire 
insurance idea now presented for the protection 
and approval of the public. 

(Concluded on page 27) 






NEW ENGLAND AGENTS’ 
CONVENTION 





Walter Bennett Hints Downfall of 
Chrysler-Palmetto Contract 





STORY OF CLOSING SESSIONS 





Albert W. Whitney’s Address—John W. 
Downs Points Out Dangers of Com- 
pulsory Auto Liability 


[By A STAFF CoRRESPONDENT]| 

New Lonopon, Conn., June 16.—The fifth an- 
nual convention of the New England State 
Associations of Insurance Agents, attended by 
about 400 men and women, closed at the Hotel 
Griswold, Eastern Point, here this afternoon. 
The final action taken by the meeting was the 
adoption of a set of resolutions offered by a 
committee composed of Edwin J. Cole, James 
W. Cook and Frederick R. Smith. From an 
insurance standpoint, the most important resolu- 
tion was the following: 

This convention reaffirms its belief in and 
loyalty to the principles of the American 
Agency System and the members present pledge 
their allegiance and support to all local, State 
and national organizations -that are consistently 
and continuously laboring to advance the ideals 
of the insurance business through such a me- 
dium. 

In addition to the usual resolutions thanking 
the committeemen, officials, hotel management 
and others who took part in making the conven- 
tion successful, a special resolution was adopted 
thanking Admiral Christy, of the local naval 
base, for allowing the United States Submarine 
S-13 to ride at anchor in front of the hotel all 
day Tuesday and permitting fhose who wished 
to visit the craft. The greatest entertainment 
feature of the convention took place when a 
special party boarded the S-13, which is cap- 
tained by Commander Frank P. Thomas and 
the vessel submerged to a depth of twenty-five 
feet. 


. Mr. BENNETT’s REMARKS 
Probably the most important announcement 
made at the sessions occurred during the ad- 
dress of Walter Bennett, secretary and counsel 
of the National Association of Insurance 
Agents, whose talk was the feature of the 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $4,700,216.33 
Capital - - - - 750,000.00 
Surplus - - -  1,001,125.89 
Voluntary Catastrophe mene 500,000.00 
Reserves - -  2,449,090.44 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation, Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 
Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 
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CASH CAPITAL $750,000.00 


CASUALTY AND SURETY COMPANY 
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Executive Offices Eastern Degeriment 


UNION INDEMNITY BUILDING 100 MAIDEN LANE 
NEW ORLEANS NEW YORK 
















































NOW READY 


INVESTIGATORS 
AND ADJUSTERS 
HANDBOOK 


by FRED H. REES, LL.M. 


New — Revised — _ Enlarged 


An up-to-date edition of the INVESTIGATORS 
AND ADJUSTERS HANDBOOK is now in press 
and will soon be available. This standard 
work is a textbook on automobile, team, gen- 
eral liability, workmen’s compensation, bur- 
glary and theft insurance. The investigation 
and adjustment of claims are thoroughly ex- 
plained and the applied law in the various 
practices is stated and discussed. 


The INVESTIGATORS AND ADJUSTERS HAND- 
BOOK teaches the insurance company rep- 
resentative how to gather and handle data 
pertaining to the settlement and disposal of 
claims, and shows him what factors to take 
into account in arriving at the proper con- 
clusions. Either for the beginner or for the 
experienced worker in this field, the INVESTI- 
GATORS AND ADJUSTERS HANDBOOK is a 
necessity if the best results are to be gained 
The new edition contains over 300 pages, is 
handsomely printed and is bound in flexible 
binding. Order your copy now. 


Price $3.50 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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fourth discussion period, led by Donald North, 
past president of the Connecticut Association, 
on Wednesday morning. Mr. Bennett, who was 
introduced by Mr. North as the “guardian angel 
of the National Association,” hinted to the 
point of assertion that the contract between 
Chrysler Motors and the Palmetto Fire of 
Sumter, which expires on June 30, would not 
be renewed and that Chrysler Motors would 
give up the idea of selling insurance with cars. 
Mr. Bennett was dealing with the conference 
theme of “team play” in its relation to local, 
State and national associations and he instanced 
the Chrysler-Palmetto case as one in which 
“team play” had, partially at least, broken up 
what appeared to be a menace to insurance 
agents. In addition, he referred to the work 
done by the wholesale insurance committee of 
the National Association, which is headed by 
Thomas Moffatt, in handling that problem and 
preventing the formation of a non-board com- 
pany by the companies now in the Automobile 
Conference. The idea of such a company had 
been to sell insurance at 20 per cent reduction 
to finance and trust companies, the latter to 
turn the insurance over at conference rates and 
keep the 20 per cent difference, while agents 
receive a 5 per cent over-riding commission for 
such business done in their territory. Agents, 
said Mr. Bennett, should abandon the idea of 
playing a lone hand in insurance and should 
adopt the theory of “team play” in the open. 
They could thus protect the business 
demagogic attack. 

A full description of the first and second dis- 
cussion periods of the convention, opened re- 
spectively by James C. Heyer, vice-president 
of the Metropolitan Casualty Insurance Com- 
pany of New York, and Frederick J. Bruns, 
president of the Excelsior Fire of Syracuse, 
was contained in last week’s issue of THE 
SPECTATOR, together with a full account of 
Tuesday’s business session and of the get- 
together banquet held Monday night. 


from 


TEAM PLay IN Pustic RELATIONS 

The Wednesday session, like that of the pre- 
vious day, was presided over by Thomas D. 
Faulkner, chairman of the New England Ad- 
visory Board, who introduced the speakers. 
The third discussion period began with a brief 
address by George Muldaur, general agent of 
the Underwriters Laboratories, Chicago, on the 
work done by that body in the testing of safety 
appliances, fire prevention devices, and the 
like. He was followed by Spencer Welton, 
vice-president of the Fidelity and Deposit Com- 
pany of Baltimore, who stressed the necessity 
for an understanding of the agents’ problems 
on the part of the company and a comprehen- 
sion of the companies’ problems on the part of 
the agent. The discussion period was led by 
Edwin J. Cole, former chairman of the New 
England Board, and was formally opened by 
the address of Albert W. Whitney, acting gen- 
eral manager of the National Bureau of Cas- 
ualty and Surety Underwriters, who dealt with 
Team Play in Our Public Relations.” Mr. 
Whitney reviewed the development of me- 
chanical, manufacturing insurance and business 











progress, and said that “The prime function 
of the insurance agent, in addition to his job 
of salesman, is to be an expert on hazards and 
how to meet them.” He closed his address with 
an outline of the conservation activities carried 
on by the National Bureau of Casualty and 
Surety Underwriters in connection with the 
National Safety Council and the American 
Engineering Council. As an indication of the 
possibilities in conserving the lives of children, 
Mr. Whitney said: 

Detroit, since the installation of the work, 
has shown a sixty per cent reduction in acci- 
dental child fatalities. In terms of school reg- 
istration in Springfield, the accidental deaths to 
children of school age fell from ten to two the 
first year of the work, while the fatalities to 
pre-school children meanwhile went up. In 
Louisville the motor fatalities to children of 
school age were twenty-three the year before 
the work was begun, but they dropped to four- 
teen the following year and to eight the next 
year. More recently a period of eleven months 
and twenty-four days was completed without a 
single death to a public school child. 

Mr. Whitney said that if the conservation 
work were carried on in all schools probably 
15,000 chidren’s lives could be saved per year. 


Computsory Auto LIABILITY 

John W. Downs of Boston described for the 
convention the relation of the agents’ business 
to the politician. As an instance of this re- 
lationship, he pointed to the Massachusetts 
compulsory automobile liability insurance act, 
and said that because of the difficulty of selling 
the measure to the public it may well be styled 
“The Muscle Shoals of Massachusetts.” That 
legislation, said Mr. Downs, involves about 
800,000 registered cars in the Bay State, and 
means an expenditure of about $35,000,000 to 
the citizens. “Keep that piece of legislation 
from your statute books.” he told the agents. 
“It is loaded with T N T.” During 1925 
thirty-eight State Legislatures considered simi- 
lar measures and thirty-seven passed them on 
for future consideration. If such legislation is 
unavoidable in any particular State, Mr. Downs 
told the agents to urge the adoption of the plan 
now in effect in Switzerland, where the liability 
minimum is $20,000, and where the automobile 
owner is made a coinsurer to the extent of ten 
per cent for the liability and the first $25 of 
property damage. Compulsory automobile lia- 
bility insurance is not a panacea for the auto- 
mobile accident evil, said Mr. Downs, and went 
on to express his belief that under such legis- 
lation the automobile accident total would in- 
crease, bringing increased rates, and these, in 
turn, would prompt a cry on the part of the 
public for an exclusive State fund to write 
the business. 

Entertainment features, in addition to the 
visit to the submarine S-13, consisted of 
White’s New England revue, presented in the 
hotel ballroom on Tuesday evening, and a golf 
tournament for the delegates and their friends. 
Wednesday afternoon there was a ladies’ bridge 
party, at which the Fidelity and Deposit Com- 
pany presented handsome leather card sets to 
the ladies, and at which the prizes, in order, 
were won by Miss Martha A. Clark, Mrs. 
George Wellington and Mrs. J. A. Griffith. 
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LESLIE F. TILLINGHAST APPOINTED 
Becomes Agency Assistant in Great Amer- 
ican Indemnity 

Leslie F. Tillinghast has resigned from the 
National Surety Company to become agency 
assistant in the Great Indemnity 
Company, New York city, under Major E. E. 
Johnson, vice-president in charge of produc- 
tion. The appointment of Mr. Tillinghast be- 
came effective June 14. 

Mr. Tillinghast, who was educated at Co- 
lumbia University, goes to the Great American 


American 


Indemnity well equipped with a thorough train- 
ing in the theory and practice of agency devel- 
ment both by direct contact and by advertising. 


lor the past three and one-half years he has 
a) 





Leslie F. TILtLINGHAST 


been with the agency and direct-mail depart- 
ments of the National Surety under Vice-Presi- 
dent John L. Mee, who is superintendent of 
agencies for that company. Prior to that he 
was with the agency division of the United 
States Fidelity and Guaranty Company at the 
home office in Baltimore. 

In addition to his agency duties with the 
Great American Indemnity, Mr. Tillinghast will 
have charge of preparing the company’s ad- 
vertising and publicity material. He is excep- 
tionally well fitted to do this, as he is an expe- 
rienced advertising man and has been secretary 
and treasurer of the Insurance Advertising 
Conference. 


Organizing Guaranty Casualty Company 

It is understood that the Guaranty Fire In- 
surance Company, Newark, is organizing a 
casualty running mate, to be known as the 
Guaranty Casualty Company, and to have a 
capital of $1,000,000 and a surplus of like. 
amount. Plans are said to be well under way 
at present, and it is hoped to begin writing 
about August 1, when, it is expected, one-half 
of the capital and surplus will have been paid 
in. 


Wonder State Mutual in Receivership 

Cuicaco, Itv., June 18—The Wonder State 
Mutual, an Arkansas concern doing an accident 
and health business on a small scale, has been 
placed in the hands of a receiver, as has also 
the Southern Underwriter Agency, which was 
under the same management. 
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SURETY ASSOCIATION AMENDS BY- 
LAWS 

Revisions Made to Expedite Organization’s 
Business 

On Wednesday of last week, the Surety As- 
sociation of America held a meeting and unani- 
mously amended its constitution and by-laws. 
An executive committee of seven companies and 
of nine standing committees to deal with special 
subjects was formed. Some of these standing 
committees have been created by resolution 
from time to time and are now functioning, 
but they were not provided for in the old basic 
law of the organization. At the annual meet- 
ing in October, the executive committee will 
be elected. 

This organization, which does its business in 
a very democratic manner—where everybody 
has a voice—has but one permanent officer, the 
secretary—a chairman being elected at each 
meeting. For many years, R. R. Gilkey has 
been secretary. 

For some time it has been observed that this 
method of conducting business has not been con- 
ducive to speed and more than once it has been 
suggested that the constitution be changed so 
that matters of importance can be dealt with 
promptly through a smaller body without hav- 
ing to hold a general meeting of the association. 
Accordingly, last July, a committee was ap- 
pointed to revise the constitution and this com- 
mittee consisted of the following companies, 
each being represented by the mentioned of- 
ficers: Continental Casualty, H. G. Badgerow, 
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chairman; Sun Indemnity, Edwerd C. Lunt; 
National Surety, Joel Rathbone; American 
Surety, R. R. Brown; A£tna Casualty and 
Surety, Wilmot M. Smith; Maryland Casualty, 
R. F. Proctor; Fidelity and Deposit, F. A. 
Bach. 

The constitution, as revised by this commit- 
tee, provides for the following standard com- 
mittees: Agency, financial and contract guar- 
antee bonds, bankers’ blanket bonds, court and 
judicial bonds, depository bonds, public official 
bonds, forgery bonds and fraud bonds. Each 
company member of the association is a mem- 
ber of each of these committees, but he is 
usually represented at meetings by the officer 
having special charge of the class of business 
dealt with by that committee. 


New Directors for U. S. F. & G, 


Last week three new directors were elected 
to the board of the United States Fidelity anq 


Guaranty 


John M. Dennis, 


and president of 


Company, 


Baltimore. They are: 
State Treasurer of Maryland, 
the Union Trust Company; A, 


W. Calloway, president of the Davis Coal and 


Coke Company, 
Meridian, Miss. 


and Frank W. Williams, of 


Seaboard Surety in California 


It is understood that an organization, to be 
known as the Seaboard Surety Corporation of 


America, is in 
Angeles, Calif. 


process of formation at Los 
This is another of the recently 


launched “ships of insurance.” 
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‘friendliness. 


human. 


Six years ago. 


Pacific Coast. 


Another Birthday 


UNE marks the 36th anniversary of the 

organization of the Fidelity and Deposit 
Company of Maryland. 
six years aren’t very many. 
F & D’s history is practically a record of 
the growth and development of the surety 
business in this country. 


As age goes, thirty- 
Even so, the 


As they take on age and dignity great business 
organizations also acquire a personality. Some 
are cold, some are hard and some are kindly. 
If the F & D’s personality could be described 
in a word, that word would be, perhaps, 


The F & D is and always has been eminently 
It retains today something of the 
spirit implanted in it by its founders, thirty- 
They visualized not so-much 
a business as an institution—strong, dig- 
nified, dependable—and an institution it is, 
not only in Baltimore and Maryland, but 
just as truly in the Middle West and on the 








Fidelity and Deposit Company 
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Fidelity and Surety Bonds and Burglary Insurance 
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Insurance Advertising Conference 
(Concluded from page 23) 

At the life insurance group session, S. A. 
Swisher, assistant secretary of the Equitable 
Life of Iowa, Des Moines, described the actual 
results that may be expected in new business 
written directly from direct mail advertising ; 
Lorrv A. Jacobs of the Southland Life told of 
the public relations of life insurance compa- 
nies; A. H. Reddall, advertising manager of 
the Equitable Life, New York, outlined ser- 
vice to the agent on the part of advertising 
departments of companies; and W. J. Bradley, 
publicity manager of the Home Life, Philadel- 
phia, discussed the question of whether adver- 
tising copy should describe the contract of the 
life insurance companies or should tell what 
life insurance performs. Performance was the 
thing to be stressed, said Mr. Bradley. Mr. 
Jacobs, in talking of public relations, said that 
life insurance is a quasi-public utility, because 
it belongs primarily not to the company officers, 
not to the stockholders, not to the field forces, 
but to the policyholders. The duties of the 
public relations department of a life insurance 
company are its duty to the policyholders, its 
duty to agents through the insurance trade 
journals and newspapers and magazines, its 
duty to improve health and hygienic conditions 
in the nation, its duty to combat unjust legis- 
lation, and its duty to disseminate statistics 
dealing with the business. “The insurance 
trade journal is the correct medium for spread- 
ing information of interest to agents and of 
developments in the life insurance business,” 
‘said Mr. Jacobs. 

The casualty and surety session heard a talk 
on the effectiveness of advertising material, 
given by A. W. Spalding, of the Hartford 
Accident and Indemnity; a discussion of direct 
mail advertising, by C. E. Rickerd, advertising 
manager of the Standard Accident; and a de- 
scription of the use of circulars and folders, 
as explained by Harry A. Warner, publicity 
manager of the Maryland Casualty, Baltimore. 

Mr. Rickerd, in talking about advertising 
campaigns by use of circulars, said that, using 
14,035 sets containing 60,000 circulars, an 
average return of three percent was had in 
cities under 10,000 population, and that the 
returns in cities of between 10,000 and 25,000 
population averaged seven per cent per 100 
names. “Intelligent advertising consists in 
classifying prospects and circularizing them for 
the lines of insurance they do not now carry,” 
said Mr. Rickerd. Advertising accident and 
health insurance to women was frequently ef- 
fective, he stated, because women read more 
leisurely than men, and because they do not 
ordinarily get as much mail as men do, and 
hence are more apt to read what they receive. 

Mr. Warner of the Maryland Casualty said 
that circulars and similar advertising aids were 
often not effective because of the difficulty of 
convincing the agent of their worth, and be- 
cause of the reluctance of the agent to give 
such advertising a fair trial. Describing the 
use of letters sent out to Spanish-speaking peo- 
ples by his company, Mr. Warner instanced 
the fact that out of 50co such letters, 1000 re- 
Plies had been received and 200 sales made. 


“The success of mail advertising lies in the 
personal follow-up,” said the speaker, and his 


company, using four circulars and having the 
agent call after the first and fourth had ar- 
rived in the prospect’s hands, noted that agents 
who used the plan had a 72 per cent increase 
in business. 

The Tuesday activities closed with a dance at 
the Benjamin Franklin hotel and a ball at the 
Bellevue-Stratford, which most of the adver- 
tising men, insurance and other lines, later at- 
tended. 


PLANS EXPANSION PROGRAM 
Provident Life and Accident Reorganizes 
Accident and Health Department 

CHATTANOOGA, TENN., June 21.—In line with 
plans for an expansion program, some of which 
have already been announced, the Provident 
Life and Accident Insurance Company of this 
city has worked out a reorganization of its ac- 
cident and health department, effective on July 
1, whereby the four branches which have here- 
tofore existed have been made over into three, 
each having an annual premium income of 
$1,000,000 or better. Particulars of the re- 
arrangement were made public by the home 
office of the Provident here today. 

The three “Million Dollar” branches are: 
The Pay Order Division, the Personal Acci- 
dent and Health Division and the Railroad Di- 
vision. 

In connection with this new alignment, it is 
pointed out, the real growth of the Provident 
during the past few years becomes apparent. 
3ack in IQIQ, just seven years ago, it was an 
occasion of much rejoicing around the home 
office of the company that the Provident had 
at last reached the one million dollar mark in 
premium income. Now, as indicated by the 
rearrangement referred to, there are three 
divisions in the accident and health department 
alone, each of which has a million dollar in- 
come, and this does not take into consideration 
the life department, which is also developing 
rapidly. 

Under the reorganization scheme, J. W. 
Kirksey, vice-president and manager of the 
pay order department, continues in that ca- 
pacity. Harry R. Oliver, formerly manager of 
the railroad department, takes over the duties 
of manager of the personal accident and health 
division, newly created by combining the com- 
mercial and month!y premium department with 
the automobile accident department. Wlarry C. 
Conley, formerly manager of the railroad de- 
partment of the Standard Accident Insurance 
Company of Deiroit, succeeds Mr. Oliver as 
manager of the railroad department. Mr. Con- 
ley came with the Provident when it reinsured 
the Standard’s railroad instalment accident and 
health business. 

M. E. Lesueur, who has been manager of the 
commercial and monthly premium departments, 
assumes, under the larger program, the duties 
of assistant secretary of the company. 

John J. Kennedy, formerly manager of the 
automobile accident department, the youngest 
branch of the company’s business, will be assist- 
ant manager of the personal accident and health 

(Continued on page 37) 
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EQUITABLE 


LIFE & CASUALTY 
INSURANCE CO. 


SpecializesinHEALTH 
and ACCIDENT IN- 
SURANCE with En- 
tirely New Features 
which PLEASE. 


And is. looking for 
Agents in ILLINOIS, 
and District Managers 
in CALIFORNIA and 
KENTUCKY who 
Can and Will Produce 
Business. 
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Such Men Will Receive 
Large First and Re- 
newal Commissions. 





Address Casualty Department 


360 N. Michigan Avenue 
Chicago Illinois 
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PHOENIX: 
ASSURANCE COMPANY, LTD. 


of London 
100 William St., New York 


INDEMNITY COMPANY 
123 William Street, New York 


Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, 

Rent, Rental Values, Use & Occupancy, Riot & Civil Commo- 

tion, Public Liability, Workmen’s Compensation, Burglary & 
Theft, Accident & Health, Plate Glass. 
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~wq_ “More THAN A CENTURY OF SERVICE” 4 


The Human Touch 


to its own employees 


To its twelve thousand agents . . . 
the “Good Old 


. and to the public it protects .. . 


ETNA” is more than a fire insurance company. To them 
it is a group of human beings who have inherited the tra- 
ditions of one hundred and seven years of preserving a 
genuine human touch in every transaction. And there can 
be no swerving from that principle . . . 
fETNAa 1s JETNA. 
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A building may be freproof - - 
but so is a furnace! 


Recently, within a half mile of the Home Office, 
three well known, modern ‘“‘fireproof’’ buildings 
have suffered heavy damage by fire. Because of 
the false feeling of security engendered by the 
term ‘‘fireproof’’ many tenants had no fire insur- 
ance or too little. 


Throughout the country there are many occupants 
of ‘fireproof’ buildings without the protection 
of fire insurance because they do not realize that 
although a building is constructed of fire resistive 
materials, its inflammable contents can burn with 
the fierce intensity of fuel in a furnace. 

Recent “fireproof fires’’ have proven that ab- 
solute security from firejloss can only be obtained 
by a policy in a “‘fireproof’’ company. 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y. 
ERNEST STURM, CHairman of THE Boaro. 
PAUL L.HAID, President. 
CASH CAPITAL ONE MILLION DOLLARS 


San Francisco 


New York Chicago 





















































REINSURANCE 


FIRE and CASUALTY 
ROSSIA INSURANCE COMPANY 


of America 


THE FIRE REASSURANCE COMPANY 


of New York 


AMERICAN RESERVE INSURANCE CO. 


of New York 


LINCOLN FIRE INSURANCE COMPANY 


of New York 


THE FIRST REINSURANCE COMPANY 


of Hartford 





115 BROAD ST., HARTFORD, CONN. 

















Wiel a letere 
50,000 Years Old 


Owned by 
LOGAN MUSEUM 
oBeloit College, Beloit, Wisconsin 
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Beads comprising neck- 
lace made of ivory, deer 
antlers and polished 
ice) Yet oy ce) o-le) bata altel 
on vegetable fibre or ten- 
fe Coyote) ame-Tet tects] Roem Coltrete! 
in a cave in Southern 
France. Believed to have 
been fashioned during 
the fourth glacial period 
in Europe, fixing age 
about 50,000 years. 
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Is It Insured ? 
JEWELRY Insured against Loss of 


Any Kind ~ Any Time ~ Any Where 
Coverage is ‘All Risks in All Situations” 


A. Fk. SHAW & COMPANY 


80 Maiden Lane Insurance Exchange 
New York City i : _ Chicago, Ill. 
General Agents - ‘All Risks” Department 


Pout 
fait? Fire & Marine Insurance Co. 
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FIRE INSURANCE NOTES AND EVENTS 











NEW YORK SURVEYS 

What a Wind Storm Can Do.—The plan of 
including windstorm losses in certain forms of 
property insurance primarily designed for 
other purposes such as fire results in benefits 
to the insured which are of substantial value at 
times. One of the most interesting cases and 
one where outside of a cyclone a heavy damage 
was done is reported in the following words: 
“The hailstones did considerable damage, how- 
ever, by breaking and cracking about 4,920 
lights of glass, mostly wired glass. In a num- 
ber of cases holes were made in the wired 
glass, some of which were two inches in 
diameter. The hailstones piled up over a foot 
high on the main reof and power house roof, 
causing the roof covering to contract faster 
than the cement and cement tile, so that the 
covering of the power house roof will have to 
be replaced and considerable repairs will have 
to be made to the roof of the main building. 
Loss estimated, $40,000 to $50,000.” 

Insurance Societies.—One of the interest- 
ing things which is worthy of study, especially 
in connection with the educational movement, is 
the keener interest taken in the formation of 
societies whose primary object is education in 
Great Britain than in the United States. A 
great many factors contribute to this cause and 
it would not do to draw the somewhat hasty 
conclusion that they are primarily more in- 
terested in vocational education than we are in 
the United States. Those, however, who have 
been in touch with the movement for some time 
have reached the conclusion that this, after all, 
is the primary cause of the difference. In the 
United States we have more of a tendency— 
at least it seems so—to make our organizations 
of a business nature. Most of the flourishing 
organizations are primarily for the purpose of 
business; it may be to protect the position of 
the agents as against the companies or it may 
be to promote salesmanship, production as we 
call it. There are in Great Britain about 
three times as many societies interested in di- 
rect education as we have in the United States, 
and yet the very fact that we are so widely 
scattered, with important cities in all centers, 
ought to produce a result that would seem to be 
directly reverse. In discussing this subject 
with a keen observer, himself a college man as 
well as a graduate of a professional school, he 
said it was undoubtedly true that both in the 
Professions and in education Europe was more 
keenly interested. It is the hope of those con- 
nected with the Institute that in time this back- 
ward condition of the organization of societies 
will be overcome, but it is going to take some 
time to do it. Without infringing on each 
other’s territory, there is ample room in the 
United States for fifty insurance societies in 
Place of the present sixteen; and of these six- 
teen, it should be noted, some are not giving 
distinct educational courses. 





CHICAGO AND THE WEST 

Oil Association to Meet.—The Oil Insur- 
ance Association of Chicago has called a special 
meeting at New York city, Friday, June 25, to 
decide on the organization’s proposed entrance 
into the California oil field. Following the re- 
cent severe losses in California the Oil Asso- 
ciation was invited to take over the handling 
of the oil business there, and the Association’s 
executive committee has since then been mak- 
ing a thorough study of the situation. The 
committee recently reported favorably to en- 
trance into California and has drawn up a plan 
of operation. The Association, at its meeting 
Friday, will pass on the committee’s recom- 
mendation and plan of business. 

Wisconsin Field Men.—The Wisconsin 
Field Men’s Club, which met late last week at 
Lake Delavan, Wis., following the joint meet- 
ing there of the Illinois field men’s organiza- 
tions, discussed the delinquent balance evil, 
mainly, as did the other organizations. Thomas 
F. Hogan, Phoenix of London, was chosen as 
president of the club; Frank Goldthorpe, Amer- 
ican Central, vice-president; Albert Lutz, Lon- 
don & Lanchashire, secretary ; new members on 
the executive committee: Waiter R. Hunter, 
Commercial Union, and Fred Herse, Norwich 
Union. 

FROM SAN FRANCISCO 

H. R. Burke Heads Royal Group on Coast. 
—H. R. Burke, since 1918 assistant manager of 
the Royal Insurance Company, the Newark 
Fire and the Queen Insurance Company at San 
Francisco, has been appointed Pacific Coast 
manager of the three companies, succeeding the 
late Rolla V. Watt. F. H. Farr and Fred J. 
Perry are named assistant managers. Mr. 
Farr has held the position for a number of 
year, while Mr. Perry was agency superintend- 
ent since 1921. Matt B. Evans and Geo. K. 
Harris, now special agents, have been advanced 
to the positicn of agency superintendents. Fred 
M. Cotter, resident secretary of the Royal In- 
demnity, will hereafter act as sole Pacific Coast 
manager for the company. 

H. K. Dent Married.—H. K. Dent, presi- 
dent of the General Insurance Company of 
America, with headquarters in Seattle, Wash., 
was married early last week in Los Angeles 
and is now on his honeymoon. 


Oakland Agents’ Association to Handle 
City Insurance.—-The Oakland Association of 
Insurance Agents of Oakland, California, has 
completed an arrangement whereby that or- 
ganization assumes charge and responsibility 
for all insurances on municipal properties. The 
Association will act as the broker, the busi- 
ness being pro rated among the members, who, 
in turn, relinquish a proportion of their com- 
missions to meet the cost of servicing the city 
and handling the huge account. In this way 
the Citv of Oakland obtains the services of a 
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group of responsible brokers and agents who 
pledge themselves to devote their time and en- 
ergy in any way they may be called upon to 
serve on the line. Only two city lines are not 
taken into account at the present time, the 
schools and libraries. In both instances these 
lines are handled direct by the Boards through 
their own broker, and when the present policies 
expire it is expected that these lines will also 
become a part of the general scheme. City offi- 
cials say that the plan will give the city of 
Oakland better insurance protection and that 
in many instances improvements have already 
been made. All fire houses will be insured for 
the first time and more than $10,000,000 work 
on the harbor will be covered completely under 
the supervision of the Association acting in co- 
operation with Elmer H. Cords, manager for 
the California Agencies, Inc., who is assisting 
the Harbor Board as Insurance Advisor. 

Agents at Auburn Organize.—A new local 
agents’ association has been formed at Auburn, 
California, which is to be known as the Auburn 
County Association of Insurance Agents. The 
officers are W. A. Reynolds, president; A. Mc- 
Rae, vice-president; W. K. Graham, secretary- 
treasurer. The above, with L. L. King and 
T. N. Nelson, form the executive committee. 

Board’s Law Committee.—The new laws 
committee of the Board of Fire Underwriters 
of the Pacific will consist of Carl A. Henry, 
general agent for the Sun, chairman; George 
W. Brooks, president of the California Fire of 
San Francisco; J. B. Levison, president of the 
Firemans Fund; A. T. Bailey, general agent 
for the North British and affiliated companies; 
Arthur M. Brown, Edward Brown & Sons gen- 
eral agency; William Deans, of Selbach & 
Deans and former president of the Pacific 
Board; Thos. H. Anderson, Pacific Coast man- 
ager of the Liverpool & London & Globe and 
former vice-president of the National Board; 
Joy Lichtenstein, Pacific Coast manager of the 
Two Hartfords; Evart Lamping, general agent 
for several companies in Seattle, Wash. This 
committee was appointed last week by Geo. O. 
Hoadley of the American of Newark and 
president of the Board of Fire Underwriters 
of the Pacific. 

Washington Protest Considered.—Follow- 
ing the recent discussion by the Board of Fire 
Underwriters of the Pacific company members 
doing business in Washington regarding the 
protest made by Insurance Commissioner in 
connection with the application of the new 
general agency rule of the Board in that State, 
the entire matter, it is understood, has been 
referred back to the Pacific Coast committee 
of company presidents in New York. The same 
companies met last week to consider increasing 
rates in certain classes of business in Washing- 
ton and it is understood that while many 
remedies were suggested no definite action was 
taken. 
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mus HAMPTON ROADS 
FIRE «» MARINE 
Insurance Company 


~ NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


HENRY G. BARB:: JAMESA. BLAINEY GEORGE A. MORIN 
President Vice-Pres. and Managing Under 
Secretary \Fire Dept. 








Provident Mutual 


Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 ~ 





Provident agents in their approach have 
the advantage of the national advertising of 
the Company which is striking and original 
and also of a Direct Mail Campaign. 
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HEADS AD CONFERENCE 





w. W. Ellis Elected at Philadelphia 
Session 





VARIED PROGRAM PRESENTED 





Spencer Welton a Feature in Rapid Fire 
Talk on Mail Order Campaigns 


[By A STAFF CoRRESPONDENT] 


PHILALDELPHIA, Pa., June 22—Warren W. 
Ellis, sales promotion manager of the Com- 
mercial Union Assurance Company, was today 
elected president of the Insurance Advertising 
Conference, which has been in session at the 
Benjamin Franklin Hotel here for the past two 





Warren W. ELLIs 


days. Mr. Ellis has been vice-president of the 
Association. Clifford Elvins, advertising man- 
ager of the Imperial Life Assurance Company 
of Toronto, was elected vice-president. Wil- 
liam Darrow, advertising manager of the Howe 
Insurance Company of New York, was elected 
secretary-treasurer. The conference was highly 
successful, there being nearly 150 members on 
hand. It was particularly characterized by an 
exetnsive and carefully catalogued exhibit, for 
which Miss Alice E. Roché of Trenton was 
given credit. 

Benjamin Rush, president of the Insurance 
Company of North America, gave the address 
of welcome to the delegates at the conference. 
Mr. Rush was introduced by President E. A. 
Collins as one of the biggest advertisers in the 
business. Mr. Rush outlined some of the prin- 
ciples of publicity upon which the advertising 
of his company depends. He chiefly recom- 


mended advertisements which are devised to 
give information of value to the public. 
Perhaps one of the most interesting addresses 
was that of A. L. Gale, of the advertising 
Council of the Western Farm Association of 





Chicago, whose campaign in the Western agri- 
cultural press is described elsewhere in this 
issue of THE SPECTATOR. 

Henry Hale, Jr., sales promotion manager 
of the Shore publications, spoke in place of 
W. Livingston Larned on the subject of Mak- 
ing the Most Out of Advertising Space. Mr. 
Hale was associated with Mr. Larned for many 
years. One of Mr. Hale’s thoughts was that 
there should be no advertising done simply for 
advertising. The purpose of advertising, as 
Mr. Hale sees it, is to tell something to the 
public that it should know, and unless a com- 
pany has some such message it has no reason 
for using space. 

The final speaker of the morning session was 
Will C. Calkins, vice-president of Messrs. 
Calkins and Holden, Inc., of New York. Mr. 
Calkins’ subject was “Monkey Wrenches, 
Brass Tacks, and Other Hardware.” Mr. 
Calkins figures that the expenditure of insur- 
ance companies for advertising has grown in 
ten years from about $40,000 to about $300,000. 
He did not think those figures speak too well 
for the insurance business. Mr. Calkins called 
most of the present insurance advertising sub- 
sidiary, since it largely depends upon the agent 
for its success. He pointed out that this creates 
a weakness which cannot possibly be overcome. 

By use of income tax figures, Mr. Calkins 
deduced that national advertising in a list of 
magazines such as is used by the Insurance 
Company of North America reaches about one 
out of every three prospects for insurance. 


AFTERNOON SESSION 

The afternoon session opened promptly with 
Clarence T. Hubbard, assistant secretary of 
the Automobile Insurance Company, Hartford, 
as the first speaker. Mr. Hubbard added force 
to his excellent talk, which will be found else- 
where in this issue, by illustrating his points 
with sleight-of-hand, at which he is very adept. 

Gilbert P. Farrar of New York, author of 
“How Advertisements Are Built,” explained 
type faces and their uses in a graphic manner, 
and his talk proved very instructive. 

The final speaker was Spencer Welton, vice- 
president of the Fidelity and Deposit Company, 
whose subject was “It’s the Follow-Up That 
Counts.” Mr. Welton announced that with a 
limited appropriation he could get more re- 
sults from a combination of mail order and 
personal solicitation. He described his experi- 
ences in the advertising business and his ef- 
forts to establish and build up the business of 
the F. & D. through a mail order campaign. 

One of the important points in his plan of 
operation is to put part of the cost on the 
agent, charging him from 10 to I5 cents per 
name. He also believes in rapid fire mailing, 
sending out his matter every day or at most 
every second day. 

Mr. Welton pointed out that he uses the trade 
journals liberally as advertising mediums, re- 
marking that he would continue to do so even 
though he did not get the results which he 
actually does. He said that he believed the 
trade journals perform a great service for. the 
insurance business. 
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“SMOKE” 











Can You Matcu TuIs? 
During a spell of melancholia the other day, 
a fire insurance official sighed audibly, as he 
reached for another fifty cent cigar: “A match 
may be down, but not out.” 


NotHING IMPOSSIBLE? 
The fire department of Tulsa, Okla., was 
once called to put out the sunset. 


A SATISFYING SUICIDE 

An advertisement depicting a large, lazy and 
rotund gentleman smoking in bed and _thor- 
oughly satisfied with the world in general—the 
cigarette being a Chesterfield—brought a letter 
of condemnation to the company from a fire 
association, criticising the dangerous psychology 
of such an advertisement. 


DovusLe Duty : 

When the fire whistle at St. Pierre, S. D., 
blows, every man rushes out into the street 
armed to the teeth, for the whistle is not only 
a signal for the volunteer firemen to answer an 
alarm, but is also a signal that bandits are 
raiding the town. If it’s a fire, then the entire 
manpower of the town goes to put it out. Fire 
rates are low in St. Pierre. 


DELIRIUM 

A fireman sick in a hospital at St. Joseph 
Mo., had his own private room. He was suf- 
fering from a high fever and spells of delirium. 
During one of the latter, he heard the call bell 
in his corridor ring, which he mistook for the 
fire-bell and dashed out and into the next room, 
where he seized a lady patient and started to 
rescue her—heading straight for the window. 
Fortunately, the woman weighed two hundred 
pounds and was well enough to scream for help. 


CoRRESPONDENCE Course Costs $700,000 

Twenty-five years old, Earl Froth, of the 
hamlet of Waterman, IIl., is an example of 
what too much study will do to a man under the 
exacting curriculum of a correspondence school. 
Earl had just graduated and had hung on his 
hedroom wall a diploma which would tell any- 
body that he is a master detective and super- 
finger print expert. But what price all these 
nights spent arduously studying by the parlor 
table lamp if nobody would give him a job? 
Advertising pays, he knew, so he went forth 
and set fire to several barns, and then offered 
his services in running down the culprit. But 
he had to have a small consideration in this 
work—to help him meet the instalments on his 
correspondence course on how to be an aviator. 
The thought of having Earl snooping about 
both on the ground and in the air was a bit too 
much for the villagers, and Earl was arrested on 
suspicion, a suspicion that turned out to be well- 
Too bad he didn’t take his course in 
aviation first! 


founded. 
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ADS TOO HIGHBROW 


Clarence T. Hubbard Talks at 
Conference 








AGENTS MUST BE SOLD 





Assistant Secretary of Automobile Thinks 
Advertising Men Should Give Agents 
Individual Attention 

Clarence T. Hubbard, assistant secretary of 
the Automobile Insurance Company, Hartford, 
in a talk before the Insurance Advertising 
Conference, in session in Philadelphia, Monday 
and Tuesday of this week, presented some orig- 
inal and practical ideas with regard to insur- 
ance advertising : 

The average insurance advertisement is in- 
clined to be too highbrow. It is so frequently 
filled with illustrated characters shown in dress 
suits and evening gowns or elaborately outfitted 
for a trip around the world. Seldom do you 
see an insurance advertisement drawn to appeal 
to the average man. Even the farmer is a 
desirable prospect for some forms of insurance 
even if he is not to be approached too aggres- 
sively for fire insurance lines. Many of the 
words now appearing in the insurance com- 
pany’s advertising, both display and folders, are 
far beyond the conception of the average reader. 
The readers, I am afraid, sometimes form the 
opinion that it is all very clever advertising in- 
dulged in that the insurance companies must 
be wonderful outfits and that the reader only 
wishes he was rich so he might take out a little 
insurance. When it is too highbrow they look 
upon it as something beyond their reach and 
not intended for their consideration at all. 

I recently heard a speaker assert that insur- 
ance advertising was simply being tolerated by 
the companies and that it was not being intelli- 
gently supported by the insurance executives. 
This same speaker stated that the executives 
of the insurance companies were fully familiar 
with investments, with underwriting, with ad- 
ministration and, would gladly open their hearts 
and minds to matters involving these subjects 
but refrained from discussion when it came 
to advertising, a more or less new subject to 
them. His references were somewhat true, but 
as to insurance advertising simply being tole- 
rated—well, I observe that insurance advertis- 
ing men held on their jobs longer than any 
other advertising men of the country! As I 
look about the room I can see many advertis- 
ing managers who have been associated with 
established insurance companies for many 
years. If you will check up the advertising 
managers of industrial and other nationally 
known concerns you will find that their job 
turnover is a large one. 

In connection with this matter of selling the 
agent on the greater use of advertising it must 
be recognized and accepted as a fact that this 





WANTED 


A well qualified man to take charge of 
risk experience department at Home 
Office of a large Casualty Company locat- 
ed in New York. 


state qualifications and salary expected. 


To obtain interview, 








Position offers bright future prospects. 
Address Risk, care THE SPECTATOR. 











is a process of education which cannot be atc- 
complished immediately. Meeting here in this 
insurance conference, studying advertising, and 
listening to the very best professional advice 
is all going to help but it is not going to imme- 
diately make agents all over the country take 
on advertising seriously in the building up of 
their business. You’ve got to apply the same 
principles used to sell insurance to the building 
up of your advertising response. If you will 
always bear in mind that “It’s There If You 
Go After It” just as the successful solicitor 
does, you will be able to put it across provid- 
ing your home office is sold on the value of ad- 
vertising. 

As advertising men you should remember 
that no two salesmen sell alike and by the 
same token no two agents will ever advertise 
exactly alike. If an agent does not advertise 
just your way but does nevertheless advertise, 
and successfully, why, co-operate to help him 
advertise his way, providing it gets results. The 
best advice in insurance salesmanship I know 
is to “be yourself.” It is when you try to 
imitate the methods of some other broker or 
agent that you get in trouble. Imitation is a 
very expensive form of flattery in the insurance 
business. One agent or broker succeeds in sell- 
ing by some peculiar eccentric method, or by 
his personality, or wide acquaintance, and no 
other broker or agent can copy his methods 
exactly, as they would not fit his own individ- 
uality or his own equipment. And the saime 
danger lies in advertising—one agent can ad- 
vertise humorously and do so very successfully 
where another agent would fail miserably. You 
will never be able to get all of your agents to 
advertise in just the way you would like to 
yourself and therefore if you find an agent 
who is inclined to advertise, and he has an idea 
of his own that he wants to put over and the 
idea is capable of getting results, help him to 
put it over. If it is entirely on the wrong basis, 
impossible of bringing in any results, then assist 
him to correct his methods. 

The first essential in order to enjoy a hearty 
response on the part of your agents to your ad- 
vertising is to have your sales department thor- 
oughly convinced and co-operating with you not 
only harmoniously but enthusiastically. It is 
the job of the sales manager of an insurance 
company to inspire and encourage the field 
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force at all times. If he is heart and soul with 
the value of advertising he will help to put it 
over. You must sell him first before you try 
to sell the field. The vice-president in charge 
of our casualty department, W. L. Mooney, 
devoted his entire talks about the country last 
year to advertising and soliciting the agents’ 
co-operation in using the company’s advertising, 
The most outstanding part of his appeal was 
in urging the agents to tie up with a nationally 
known company and to advertise themselves as 
representatives of such a company, comparing 
their situation with that of an automobile 
dealer. As he said, “An automobile dealer jf 
he simply rung out a sign reading ‘automobiles 
for sale’ would do very little business. If he 
hung out a sign announcing the particular type 
of car he sold, a nationally advertised one, he 
would immediately establish himself as a con- 
structive dealer.” 

Many of the companies send a great deal of 
advertising to their agents in bulk. No instruc- 
tions whatever accompany this material. The 
result is that it finds its way to storeroom 
shelves and unless there is some aggressive 
young man handy in the agency to distribute 
that literature it becomes dusty and old and 
never reaches any circulation. In this direction 
I would suggest quarterly inventories—that 
you send out a letter once a quarter listing all 
of the advertising material which has been sent 
to the agent during the quarter, including in 
that inventory a summary of what some agents 
have accomplished with it and then ask all of 
the agents for the remaining number on hand 
of such folders, and if there is a surplus sug- 
gesting that he get busy and make some practi- 
cal distribution. 


Louisiana Rating Bill Endorsed by Senate 
Committee 

New Orteans, La., June 18.—The bill regu- 
lating the business of fire insurance in the State 
of Louisiana, which creates an insurance com- 
mission and a rating and fire prevention bureau 
and which was introduced in the Senate by 
Senator Delos Johnson, was considered by the 
Senate committee and a favorable report will 
be returned. The vote was unanimous. 

O’Hacerty. 
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COMMITTEE MEETS 
Fastern Underwriters Organization 
Progresses 

The meeting of the organization committee 
of the Eastern Underwriters Association held 
last week brought a little more progress as some 
of the differences existing were composed. A 
sub-committee met during the morning and 
reported to the general committee in the after- 
noon. 

The organization committee will hold a meet- 
ing in the board room of the New York Board 
of Fire Underwriters, 85 John street, New York 
city, on Tuesday, June 29, at 2 o'clock p. m., 
daylight saving time. 

At this meeting local agents outside of the 
cities of Buffalo, Baltimore, Boston, Newark, 
N. J.; Hudson and Essex counties, N. J.; Phil- 
adelphia, Pittsburgh and Washington, D. C., 
who desire to discuss with the committee the 
proposed plan of compensation to agents in so- 
called ordinary territory may have the oppor- 
tunity for so doing. 

Any agents (from the Eastern territory be- 
tween Maine and Maryland, inclusive) who 
desire to be present at this meeting are re- 
quested to notify the acting secretary, Sumner 
Rhoades, 85 John street, New York city, of 
their intention not later than Saturday, June 
2%, in order that suitable arrangements may be 
made for the meeting. 


Kansas Rate Law to Remain 

ToprKA, KANSAS, June 19.—There will not 
be any tinkering with the Kansas rate regula- 
tion and anti-discrimination law. This has 
been determined upon by the insurance code 
commission which began its final session of the 
tentative revision of the code Monday. The 
commission has completed all the general sec- 
tions of the law and all the sections relating 
to the different classes of insurance except the 
fire and casualty sections. The commission has 
discussed the fire insurance sections extensively 
and it may be said that there will be few 
changes in the law. The commission has not 
discussed in any way the casualty provisions, as 
the surety association representatives did not 
file their proposals in time. The commission 
expects to complete the tentative draft of the 
entire code during the present week and in July 
will begin to discuss the proposed code with 
representatives of the different groups of in- 
surance companies. 


Annual Splash of Iowa Blue Goose 

Des Mornes, Iowa, June 22.—F. R. Sherman, 
most loyal gander, announces that the annual 
splash of the Iowa Pond of the Blue Goose will 
be held at Manhattan Beach, Lake Okoboji, 
July 15 and 16. Insurance field men, their 
Wives and friends are invited to join in the 
festivities of the occasion. 


Fidelity-Phenix and Continental Dividends 

The directors of the Fidelity-Phenix and the 
Continental, New York, have declared semi- 
annual dividends. The dividend for each com- 


pany is 12 per cent—or $3 a share, payable 
July 10 to stockholders of record of June 30. 


E. C. RYAN HEADS NEW YORK POND 
Metropolitan Blue Geese Meet at Drug and 
Chemical Club 
A dinner at the Drug and Chemical Club 
last Monday night celebrated the annual meet- 
ing of the New York city pond of the Blue 
Geese. The following ojfficers were elected: 
Most loyal gander, E. C. Ryan, special agént 
of the Hanover; supervisor of the flock, Wal- 
lace Kelly, branch secretary of the Yorkshire; 
custodian of the goslings, W. V. A. Keeler, 
special agent of the American Eagle; guardian 
of the pond, Frederick A. Doremus, president 
of the Sylvania of Philadelphia; keeper of the 
golden goose egg, Clarence Axman, editor of 
the Eastern Underwriter; wielder of the goose 
quill, Fred J. Breen, executive assistant, Na- 
tional Board. The most loyal gander and the 
wielder of the goose quill were elected delegates 

to the Grand Nest. 

The principal speaker at the dinner was 
Harvey L. Drake, former attorney for the 
State Insurance Department. O. J. Prior, pres- 
ident of the Standard of Trenton, the retiring 
most loyal gander, received a hammered ster- 
ling reading glass and a pair of shears. W. E. 
Mallalieu. made the presentation speech. 


St. Louis Underwriters Adopt New Rules 
St. Lours, Mo., June 19.—Although the Fire 
Underwriters Association of St. Louis, Mo., 
on Tuesday, June 15, unanimously adopted all 
of the amendments to the constitution and by- 
laws previously approved by the executive com- 
mittee on the recommendation of the welfare 
committee of the organization, no radical 
changes are expected in St Louis underwriting 
practice for many weeks to come. It prob- 
ably will be January 1, 1927, before the full 
force and effect of the transformation in the 
regulations of the body are apparent. 


As has been printed, the new regulations 
were brought about following numerous con- 
ferences between Former Attorney General 
Jesse W. Barrett, who represented twenty-six 
agents who disapproved the existing rules, and 
the attorneys for the association. In the early 
stages of the negotiations it was feared that 
perhaps the controversy might get into the 
courts in the form of an anti-trust suit, but 
the chief points at issue were quickly smoothed 
out and in the closing weeks the time was 
principally taken up with what might be 
termed mere minor details that some individuals 
feared might work to their personal dis- 
advantage. 


Commercial Union Employees’ Outing 

Both the downtown and uptown employees 
of the Commercial Union Assurance Company, 
New York, went on their annual staff outing 
last Thursday. This was a trip up the Hudson 
River, on the Chauncey M. Depew to Indian 
Point ,near Peekskill. All the arrangements 
for the day were in the hands of a committee 
headed by T. J. Wolff. There was an exciting 
baseball game between the offices, with the up- 
town office winning. 
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EXPLAINS FARM PLAN 
A. L. Gale Tells of Work in Middle West 

A. L. Gale, advertising counsel of the West- 
ern Farm Association, speaking before the In- 
surance Advertising Conference at Philadelphia 
this week, explained something of the develop- 
ment of the campaign in farm journals which 
is being conducted by about fifteen companies 
banded together in an organization known as 
the Farm Insurance Committee. He explained 
that the prime objective was to use paid adver- 
tising to acquaint the farmers with the true 
facts about the insurance business and to over- 
come the ignorance and prejudice concerning 
it. The committee early recognized the fact 
that much of our national legislation is in- 
fluenced by the agricultural class. 

Mr. Gale said that the amount of work so 
far done is comparatively small but is regarded 
as an excellent start. Most of the advertis- 
ing so far has been devoted to the question of 
fire prevention and protection. As a con- 
sequence the committee has been able to arouse 
a great deal of interest in farm fire prevention. 
Publicity has been obtained in conference, in 
editorials in farm journals, in convention talks 
and in many radio talks. Interest has also been 
around in many national circles. 

Mr. Gale remarked that the by-products, so 
to speak, had been of inestimable value. The 
interest which has been aroused in farm fire 
prevention has been exceedingly gratifying. 

The campaign was conducted not for the pur- 
pose of increasing business but of improving 
the present class of business. Mr. Gale re- 
marked that it seemed likelv, that, as a result, 
some money might be made by the companies 
writing farm insurance. 


Fire Company Charged With Setting Fires 
to Add to Own Glory 

Competition among the seven volunteer fire 
fighting organizations in Rockville Center, L. 
I., has been so keen during the past year and 
times so dull that the Defender Hose Company 
No. 1 started ten fires in the span of nine 
months. Of course, this company was the first 
to get there and received all the glory for put- 
ting out the fire! The company’s greatest 
thrill was obtained when it set fire to an apart- 
ment house, the tenants of which barely 
escaped. Burning a store next to a moving 
picture theater proved almost as great a thrill, 
for a panic all but took place in the theater. 

However, the efficiency and heroism of De- 
fender Hose Company No. 1 was a bit too 
good and the police, getting suspicious, investi- 
gated. This resulted in the arrest of three 
members of the company on charges of arson. 
The men are said to have confessed. 


“Old Association” to Meet June 29 

Senator William T. Byrne, of Albany, will 
be the principal speaker at the fifty-fourth anni- 
versary meeting of the New York State Asso- 
ciation of Supervising and Adjusting Fire In- 
surance Agents, known as the “Old Associa- 
tion,” at the new Saranac Inn, Upper Saranac 
Lake, N. Y., on Tuesday, June 20. 
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You no longer have to “sell’’ your 
client on the absolute necessity of 
fire insurance. 


But you do want him to know that 
your primary interest is securing for 
him the maximum protection at the 
minimum cost. 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


1711 Chestnut Street, Philadelphia, Pa. 
209 W. Jackson Blvd., Chicago, III. 

125 Trumbull Street, Hartford, Conn. 
200 Bush Street, San Francisco, Calif. 
Eighth Floor, Hurt Bldg., Atlanta, Ga. 
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DETROIT FIDELITY AND 
SURETY COMPANY 


Home Office, Detroit, Michigan 
HOMER H. McKEE, President 





5) 


Ul 
Say KE 
£TVAND See 








Capital and Surplus Over $3,000,000.00 





FIDELITY AND SURETY BONDS 
EXCLUSIVELY 





Valuable Agency Territory Available 





CORRESPONDENCE SOLICITED 


















Central States Life 


Insurance Company 
St. Louis, Mo. 








General Agency Openings 


in 
FLORIDA — ILLINOIS 
TEXAS MINNESOTA 
UTAH SOUTH DAKOTA 





Assets $6,500,000 





Insurance in Force 
$65,000,000 









































To the Man Who is Willing—and Will 





We are prepared to offer unusual opportunities for money- 
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FIRE 

Insurance rules providing that insurer 
shall not be liable, while premium remains 
past due and unpaid is invalid, as standard 
policy requires 5 days’ written notice of 
cancellation. 

The insured gave his note for premiums on 
policy and the note was not paid at maturity. 
Eight days later, the property was destroyed by 
fre. A rider to the policy provided that in 
case of nonpayment of note, the company should 
not be liable during period of default. The 
Wisconsin standard insurance policy required 
five days’ written notice to the assured. Held, 
that the rider clause providing for suspension 
of liability during default was invalid, for 
the insured was entitled to five days’ written 
notice to protect him against oversight or for- 
getfulness. 

Royal Ins. Co., Ltd., vs. Vanselus (Circ. Ct. 
of Apps., Seventh Circ.), 11 Fed. (2nd) 105. 


CASUALTY 

Warranties may be avoided by showing 
that the insurer knew tke actual facts. 

Proof was offered on trial that the insurer 
knew the actual facts and that the facts were 
such that the warranties on the policy could not 
be true. The trial court held that such knowl- 
edge on the part of the insurer was immaterial 
and hence that the defendant was entitled to 
judgment, the falsity of the warranties being 
admitted. 

This conclusion was error. Proof that the 
insurer knew the facts is sufficient to set aside 
and avoid the warranties. Judgment must be 
reversed. 

Satz vs. Mass. Bonding and Insurance Co., 
App. Term, First Dept., N. Y., 126 Misc. 190. 


BURGLARY 

Assured’s books show sufficient informa- 
tion to comply with policy provisions. 

The assured was engaged in the business of 
dressing furs, treating the fur-bearing skins 
owned by some one else and sent to them for 
treatment. 

The defendant moved to dismiss the com- 
Plaint on the ground that the books of the as- 
sured were not kept in accordance with the pol- 
icy. The assured’s books did show the date of 
receipt of furs, the number and description, 
name and address of owners and date of rede- 
livery and value of work done. The books 
failed to show the value of the furs but the 
assured offered to produce the books of the 
Owners to show the actual value of the furs. 

The trial justice might have held as a mat- 
er of law that the books sufficiently complied 
with the terms of the New York standard pol- 
Icy, but the question was submitted to the jury, 
who found a verdict for plaintiff. The courts 
have accepted a liberal construction of what 
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constitutes books of account. Judgment 
affirmed. 

George Mord vs. New York Indemnity Com- 
pany, N. Y., Second Department, 1926, 216 
App. Div. 252. 

Action in equity is maintainable to rescind 
a policy for fraud. 

The insurer brings own action to rescind an 
insurance policy for fraud after the death of 
the insured. The policy becomes incontestable 
on account of fraud or misrepresentations after 
one year and the plaintiff may delay suing at 
law until the year has expired and so defeat 
plaintiff’s right to rescission. 

An action in equity is therefore proper as the 
defense of fraud to an action at law would be 
inadequate after the year. 

The Travelers Insurance Company vs. Edna 
Snydecker, Sup. ‘Ct., N. Y., 127 Misc. 66. 


FIRE 

Wilful false statement in proof of loss, 
preliminary examination or testimony at 
trial, with intent to deceive insurer, avoids 
policy. 

False swearing in statements in proofs of 
loss and inventories as to cause of fire and 
loss and value of property is question for jury. 
Refusal to direct verdict for insurer for want 
of evidence of damage done by explosion as 
distinguished from fire held proper. 

Plaintiff was owner of stock of merchandise 
and fixtures located 805 Main street, Kansas 
Citv, Mo. In the second storeroom, north of 
plaintiff’s store, was a restaurant. An explosion 
occurred in the restaurant, and was immediately 
followed by a fire which destroyed the stock 
of merchandise and fixtures owned by plaintiff. 
At time of fire, plaintiff carried eleven fire in- 
surance policies, totaling $27,000, and an ex- 
plosion policy for $10,000. As plaintiff’s prop- 
erty was valued at $309,000, he claimed $27,000 
fire loss and $10,000 loss from explosion but 
he later abandoned his claim under the explo- 
sion policy. 

Held, that a false statement knowingly made 
by insured regarding some matter material to 
his insurance in his proof of loss, at his pre- 
liminary examination under oath or in his testi- 
mony at trial with intent to defraud or deceive 
the insurer avoids the policv. But an innocent 
misstatement or overvaluation is not sufficient 
to avoid the policy. 

In plaintiff's proof of loss, he stated that 
entire loss was due to fire, that cause of fire 
was unknown and that value of merchandise 
and loss by fire was $39,411.90. In his claim 
under the explosion policy, plaintiff claimed 
that his loss was due to the explosion. Held, 
that such statement was justifiable, for at the 
time of filing proofs, though the assured be- 
lieved there had been some loss by explosion and 
a substantial loss by fire. Held, that the de- 
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fense of fraud and false swearing was properly 
submitted to the jury, which found for the 
plaintiff. 

Prior to the fire a few months, plaintiff had 
made three financial statements, one to Brad- 
street Company, one to R. G. Dun & Co. and 
one to Fidelity National Bank in which the 
value of the merchandise was stated in a fig- 
ure materially less than the value claimed by 
plaintiff at time of the fire. Plaintiff’s son testi- 
fied that in making these statements he had 
valued the merchandise at 50 per cent of its 
actual value. His testimony was corroborated 
to some extent by statements given to the 
banks which indicated that the value of the 
merchandise had been fixed at less than its 
actual value. The court properly instructed the 
jury in telling them that a material discrepancy 
between statements made in proofs of loss and 
on the trial did entitle the defendants to a ver- 
dict. The statements made in the proofs of 
loss may have been honestly made, although 
later appearing to be mistaken. It is for the 
jury to determine whether the swearing was 
false and fraudulent. 

Plaintiff offered no evidence as to the 
amount of loss due to the explosion as dis- 
tinguished from that due to the fire. The ex- 
plosion, however, took place in the restaurant 
and proof indicated that it did no substantial 
damage to the building in which plaintiff’s prop- 
erty was located. At least there was a ques- 
tion of fact for jury to decide. Judgment tor 
plaintiff affirmed. 

Atlas Ass. Co., Ltd., of London vs. Hurst, 
Cire. Ct. of Appeals, 8th Circuit, 11 Fed. Rep. 
(2nd Series) 250. 


MARINE 

Indemnity policy of marine insurance cov- 
ers liability arising out of collision in tow. 
Pounding or bumping of one vessel in tow 
against another is collision under policy. 

Judgment on trial was rendered in favor of 
defendant dismissing plaintiff's complaint. The 
litigation was based upon two policies of in- 
surance under which defendant insured the 
plaintiff against loss arising out of plaintiff’s 
legal liability as an operator of the steam tugs 
Numatic and John Rugge. While policies were 
in force these two tugs were towing a flotilla 
of 17 barges from Port Johnson, Staten Island, 
to a pier in the East River. It was established 
in an action in the United States District 
Court for the Southern District of New York 
that defendant was liable for damages in the 
amount of $12,822.77 and it accordingly brought 
this action against the insurance companies to 
recover under the policies. The assured war- 
ranted in the policies that in all uses where 
vessels are towed together, they shall be so 
fastened or lashed together as to prevent their 
injuring one another by bunking or pounding. 
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The injury insured against must be such as 
would be occasioned by stranding or collision 
while vessels shall be in tow of the tug, either 
alongside or at the end of a hawser. Liability 
also is insured against by collision of any 
craft in tow of said tug with any other craft 
not in tow of the tug at the time. 

There was evidence from the proof and the 
admissions of counsel that the leak causing the 
damage to one of the vessels was caused by 
pounding from another vessel also in tow. The 
indemnity for damage under the policy included 
the form of collision known as pounding and 
it was therefore error to dismiss the complaint. 
But as it will be necessary for a trial court 
to pass upon the defenses raised by the answer, 
as to which no findings were made, the judg- 
ment will be reversed and a new trial ordered. 

Tice Towing Line, Appellant, vs. Western 
Assurance Co., First Dept., N. Y., 216 App. 
Div. 202. 

Action by lessee on policy issued to him on 
betterment and improvements. Where lessor 
restored the premises after tke fire, there 
can be no recovery. Payment of premium 
does not give right to recovery where there 
is no loss. 

The insured suffered no loss because the im- 
provements and betterments costing about $24,- 
000 were restored by the lessor. This prevents 
double indemnity. If the owner had not per- 
formed his agreement to restore the betterments, 
then the insured might recover, and the insurer 
would be subrogated to right of insured to go 
against the owner. Even though the policy in 
question had been paid directly after the fire, 
and then the owner had restored the betterments 
and improvements, the company should be 
entitled to recover back from the insured the 
amount paid on the loss. 

The insured has paid his premium but all 
that he is entitled to have is indemnity. This 
he has received when the lessor rebuilt the prop- 
erty. The liability of the insurer is measured 
not by amount of policy but by the amount of 
loss suffered by him. 

Larner vs. Commercial Union Ass. Co., 
Ltd, Sup. ‘Ct., Albany County, N. Y., 12 
Misc. 1. 


INSURANCE STOCK QUOTATIONS 


All Bids and Quotations Subject to Cen- 
firmation 

The following quotations, as of June 7, 1926, 
are from reliable New York and Hartford stock 
houses and if any of our readers are interested 
in stocks not appearing in this list, the Re- 
search Bureau of THE SPECTATOR will endeavor 
to give to any correspondent whatever infor- 
mation may be desired. 

It can be readily understood that these quo- 
tations are not firm, due to the fluctuation of 
the market and are only intended to indicate 
the activity of their trading : 


Bid Offered 
Apealtural Bid Offered 
odd & Leonard, N. V.... 5 27 
Aetna nar ee Nees 250 270 
Gilbert Elliott & Co., N. Y........ 545 560 
A pomning « Co., Hattiord.......... 545 555 
~ Casualty and Surety 
onning & Co., Hartford...... ene 750 770 






Aetna Life Stock 


Conning & Co., Hartford......... 
Gilbert Elliott & Co., N. Y........ 
Jos. Walker & Sons, N. V......... 


Aetna Life (Full Paid Receipt) 


Jos. Walker & Sons, N. Y........ 
Gilbert Elliott & Co., N. Y....... 


American Alliance 


Gilbert Elliott & Co., N. Y....... 


American Suret 


Gilbert Elliott & Co., N. V........ 
Gude, Winmill & Co., N. Y....... 


Automobile Insurance 


Conning & Co., Hartford......... 
Gilbert Elliott & Co., N. Y....... 


Camden Fire 


McCown & Co.. Phila. and N.Y... 


Carolina Insurance 


Gilbert Elliott & Co., N. V........ 
Gude, Winmill & Cb., N. Y........ 


City of New York 


Gilbert Elliott & Co., N. Y........ 
Gude, Winmill & Co., N. Y........ 
Ode & ReOuate: - soc ccc cs ccc were 


Connecticut General Life 


Conning & Co., Hartford......... 


Continental 


Gibert Elliott & Co., N. Y........ 
Gude, Winmill & Co., N. V........ 
}. Ke. Rice. je... & Co, No V.. .. 0 


Todd & Leonard, N. Y.. 
Fidelity Phenix 


Gilbert Elliott & Co., N. V........ 
xsude, Winmill & Co., N. Y........ 
J). Ke. Riee; ir... & Co. N.Y... ..... 
Todd & Leonard, N. Y............ 


Fire Ass’n of Philadelphia 


McCown & Co., Phila. and N.Y... 


Franklin Fire 
yilbert Elliott & Co., N. V.. 


McCown & Co., Phila. and N. V... 


Glens Falls 


Gude, Winmill & Co., N. Y........ 


Globe & Rutgers 
Curtis & Sanger, N. V 


Gilbert Elliott & Co., N. Y........ 
J. Ke Rise, Je. & Co... Ne Y. oo 66 
Tos. Walker & Sons, N. Y......... 
Todd & Leonard, N. Y............ 


Great American 
Curtis & Sanger, N. Y. 


xilbert Elliott & Co., N. V........ 
rude, Winmill & Co., N. V........ 
¥. K. Rice, Je., & Co... N. V....... 
Todd & Teonard, N. Y............ 


Hanover Fire 
Gilbert Elliott & Co., N. V 
J. K. Rice, Jr., & Co.. N. V 


Todd & Leonard, N. Y...... POS: 


Hartford Fire 
Connine & Co., Hartford 
Hartford Steam Boiler 


Conning & Co., Hartford.......... 


Harmonia 


EB. Rice,  & Ca7 N,V... <i 


Home Insnrance 


Gilbert Flliott & Co., N. V........ 
Gude, Winmill & Co., N. V........ 
¥. eee: Te. @ Ce. ON, Fo cca 
Todd & Leonard, N. Y............ 


Homestead 

\. K. Rice. jr., & Ca., N. ¥ 

Gilbert Elliott & Co., N. Y 
Imnorters & Exporters 

Curtis & Sanger, N. Y... 
Indenendence Indemnity 


McCown & Co., Phila. and N. V... 


Insurance Co. of North America 


Gilbert Elliott & Co., N. Y........ 


Todd & T.eonard, N. Y.. 
Insurance Securities Co.. Tne. 
(Union Tndemnity Groun) 


Gilbert Elliott & Co., N. Y........ 


Maryland Casualty 
Curtis & Sanger, N. V....... 
Metropolitan Casualty Co. 


, 


Curtis: & Sanger Ni Yo cscs cvece 


Milwaukee Mechanics 


Curtis & Sanger. N. ¥ owas. ice cece 


Todd & Leonard, N. Y....... 
National Fire 
Conning & Co.. Hartford 


Jos. Walker & Sons, N. V......... 


National Surety 


Curtis & Sanger, N. Vi... cece 


New Tersev Fire Ins. 


Gilbert Elliott & Co., N. Y........ 


New York Casualty 


Gilbert Elliott & Co., N. Y........ 


Niagara Fire 


Gude, Winmill & Co., N. Y........ 


Northern Insurance 


odd & Leonard: Ne Ys. occ ec ccees 


Pacific 


i... mee. Wt. & Ch NeY. «ccc 
Gilbert Elliott & Co., N. V........ 


Phoenix Insurance Co. 
Gilbert Elliott & Co., N. V 


Conning & Co., Haztford. - Speaks 


Prov.-Wash. 


Todd & Leonard, N. V............ 


Reliance Ins. 


McCown & Co., Phila. and N.Y... 


Stuyvesant 
Gilbert Elliott & Co., N. V........ 
Gude, Winmill & Co... N. Y........ 
Toda & Leonard, N. VV... 2.663. 5 
Travelers Insurance 
Gilbert Flliott & Co., N. V........ 


Jos. Walker & Sons, N. Y......-... 
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Conning & Co., Hartford.......... 1260 1270 
U.S. Fid. & Guar. 

Gilbert Elliott & Co., N. Y........ 197 200 

Jos. Walker & Sons, N. Y......... 198 200 
U. S. Fire 

Gude, Winmill & Co., N. Y........ 139 145 

Gilbert Elliott & Co., N. Y........ 140 145 
U. S. Merchants and Shippers 

Gilbert Elliott & Co., N. Y........ 250 255 
Victory Insurance 

McCown & Co., Phila. and N. Y... 21 23 
Westchester Fire 

Curtis & Sanger, NOW on. 5 ace cue 44 46 

Gilbert Elliott & Co., N. Y........ 4414 454 

Gude, Winmill & Co., N. Y........ 44 46 

Todd & Leonard, N. YW: ... 0600 45 46 


Makes Hole in One 

Cuicaco, Itt., June 21.—Fred Luce, West- 
ern manager of the Providence Washington, 
has achieved superlative fame through his re- 
cent negotiation on a Chicago golf course of 
a hole in one. So far as is known, Mr. Luce 
is the first Chicago insurance man ever to ac- 
complish this feat—the height of every golf- 
er’s ambiton. Ths trumph of the insurance 
world occurred last week at Bunker Hill Golf 
Club on the 18th hole. S. H. Quackenbush, 
Western manager of the Westchester, was 
among the wide-eyed witnesses, whose glowing 
testimony gave the act official recognition. No 
‘report was given out as to the number of at- 
tempts necessary to complete the roth hole. 

For his unusual accomplishment Mr. Luce 
was awarded numerous gifts from golf supply 
manufacturers, including golf balls, sweaters, 
ginger ale, etc., and perhaps a new candy bar 
will soon come out named the “Babe Luce,” 





“whole-in-one-mouthful” bar. 


William R. Baker Candidate for Re- 
Election 
ToreKa, KAn., June 19.--William R. Baker, 
Kansas Superintendent of Insurance, is a candi- 
date for re-election. He will have opposition 
in the Republican primaries. Captain Arthur 
J. Ericsson, of Americus, a banker and fire in- 
surance man, has filed a declaration and is a 
candidate for the nomination 


Plans Expansion Program 
(Concluded from page 27 
division, and John T. Neligan, who has been 
chief clerk of the commercial and monthly pre- 
mium department, will be assistant to the man- 
ager of the personal accident and health de- 
partment. 

With the more than $500,000 added to the 
premium income as a result of the acquisition 
of the Standard’s railroad business, together 
with the gains made possible under the expan- 
sion plans for which the reorganization has 
been made, the Provident’s 1926 premium in- 
come will run well over $4,000,000—a million 
more than last year. 


A Comprehensive and Valuable Guide 


I am pleased to advise that my copy of The 
Adjusters Manual, by C. H. Harbaugh, has 
been received. This copy is, I find, a consider- 
able improvement over the former edition. It 
is very comprehensive, and I find it a very valu- 
able guide, not only in adjustment matters but 
also in underwriting of accident and health 
business. 

A. H. Connotty, 
Supervisor, Accident Department, A<tna 
Affiliated Companies. 
Los Angeles, Calif., June 15. 
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$50 LIBRARY ON LIFE INSURANCE 



































Sie ONE gio h en doen ssa asee ehewieisas senses nese scenes $4.00 
) EEE ELL LRA ISS 2:00 
What Life Insurance Is and What It Does, by Wm. Alexander..... 1.50 
Essence of Life Insurance, by William Breiby...............2.e008 3.00 
The Insutance Year Book, Life Volume... .......0ccsccccccsececs 20.00 
How to Sell Insurance, by Wm. Alexander............ccecceecces 2.00 
PA ar Renee CORON IIN IND 6. 6:05 50.6.9:0 5. 0.056'8.0 0,0: bv 9 ¥:0:5 01059 0 :6:8-010:056 2.00 
The Prosperous Agent........... a ee Oe ee 1.50 
The Monthly Income Policy, by Wm. T. Nash..............0e00- .50 
Income Insurance for Family Protection, by Wm. Alexander....... 1.50 
) Multiplying Your Income, by Wm. T. Nash.............+.++.e0e- 1.50 
Practical Pointers, by Forbes Lindsay................eeeseeeceee 2.00 
Efficiency, by Forbes Lindsay...............essesesseccceeeeeees 1.25 
Life Insurance and How to Write It, by J. M. Langstaff........... 1.75 
Life Insurance Salesmanship, by T. J. Henderson...............+. 1.50 
The Handy Guide to Premium Rates, Applications and Policies.... 4.00 
RE Perr een tee 2.00 
Some Plain Hints to Life Insurance Solicitors, by C. W. Pickell..... .50 
The Life Insurance Policyholders Pocket Index..............2000- .75 
Pocket Register of Life Associations (Assessment Statistics)........ 75 
Short Lessons in Life Insurance, by Wm. Thornton................ 2.00 
Life Assurance Primer, by Henry Moir. ...........--+eeeeeeeeeee 3.00 
One Hundred Ways of Canvassing, by Win, Alexander............ 3.50 
$62.50 
$30 LIBRARY FOR ACCIDENT AND HEALTH INSURANCE MEN 
Te PB CCATOR 6c oin.ng 0:65 5050 0 00 0 00.0 0.0 6105006 01050 0 6 '60:4'0'00 4.010 8s 0008 $4.00 
Insurance Year Book, Casualty, Surety and Miscellaneous Volume.. 20.00 
The Accident Insurance Manual (Rates and Policies).............. 4.50 
Selling Accident and Health Insurance, by Thos. L. Bean.......... 1.00 
Claims Arising from Results of Personal Injuries.............++.6. 3.50 
Surety and Casualty Salesmanship, by J, R. Wilson............... 4.00 
, Pocket Register of Accident Insurance............2ceceeesecccees wo 
$37.75 
$25 LIBRARY FOR LIFE INSURANCE MEN 
sie eA RINE 8. ono a cop cain 6:0 a l0'6 ,6°S oui 016106 ae WO Gis @ Wien wlaleipiewiere $4.00 
A ee Rae ES AMER 5, 6 6 saci. 56 5550 etn SWS 0 WYO Kiw ta arare a eve Gre ere ers 2.00 
Vhat Life Insurance Is and What It Does, by Wm. Alexander..... 1.50 
Essence of Life Insurance, by Wm. Breiby..............ceccccees 3.00 
How to Sell Insurance, by Wm. Alexander..............ceeeecees 2.00 
Business Insurance, by Forbes Lindsay...............eeececeeces 1.5 
Monthly Income Policy, by Wm. T. Nash............-0-seeeeece oan 
Income Insurance for Family Protection, by Wm. Alexander....... 1.50 
Practical Pointers, by Forbes Lindsay..........eeseeceececcceves 2.00 
Life Insurance and How to Write It, by J. M. Langstaff........... 175 
Life Insurance Salesmanship, by T. J. Henderson...........00000.% 1.50 
The Handy Guide to Premium Rates, Applications and Policies.... 4.00 
PRG Ea ACTER PION coo 65 6:00 wine ¥ 910:0:0/4 4 0 ein gies wa Nielomseyinre oes > 2.00 
Some Plain Hints to Life Insurance Solicitors, by C. W. Pickell..... 50 
Plain Reasons Why One Should Engage in the Business of Life 
TICCLIITMANGS 6 oa.w 0 oo 5 s-5 000.600 chu VOC USE 010 605541506 0.015 S00 6 50 
Life Insurance Policyholders Pocket Index.........-cecseeeececee By 65) 
The Pocket Register of Life Associations (Assessment Statistics).... 75 
$31.00 
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SELECTED CLASS LIBRARIES FOR INSURANCE MEN 


$50 LIBRARY ON FIRE INSURANCE 











RR MP io win oso 955. 5:50.6r0% 6 bi6 01 4 08.9: 6:6: 6 aso es le Radiat arses Bit a Swe $4.00 
PEBCCUR ECW OS Bite STMT ANCE 6 66.6106. .5.5514, 0:0: 0:09 5 0!6.4:6:4)010'6 4 0.6.4:0:0-6-0-0%06 3.50 
Agents and Inspectors Pocketbook of Fire Protection.............. 2 ‘50 
Condensed Chemica) Dictionary... 0.6 sccccccc ccs scssecesscoees 5 :30 
Fire Insurance Inspection and Underwriting.................0c00 6.00 
SFIPO DUB NUNS BIRO CRUE CY ) 6.0.0 0:555:0;06:0:0 610.0 6:6.6 0:6 6 0 0:6 0r0i0-0 1060-0 aes ce 2 ‘00 
Mire PLEvention QUE Protection. 6 occa cc cccccccccscecccsvecceces 4.25 
Flan TnsurAanGe MajMeemientss « o.oo 6.cscc0 vic sedccsccccecsceceewe 3.50 
Hand Book for Fire Insurance Agents.............-.c0e.ceeceees 1.50 
Insurance Year Book, Fire and Marine Volume................... 20:00 
RSP Es REE va 555 0.650 )6'5's 55a 0.90) 0166/4! 0:9) 0/0 6° 6.5: wcalolossioveeios ok 2.00 
Special Agents and Adjusters Hand Book...............c cc ecucce 2.00 
WPT PART AMCE ECE SROEK y 5 055 6-0: 5:5.0 6. 6-6. 0:0 0:60. 0:80-0:66 0:0: 05 0.014006. 6086 175 
Standard Fire Insurance Policy... ........0cccecccccccsccveecccs 1.00 
Yale Readings in Insurance (Property Insurance)...............05 3.50 
$61.80 
$50 LIBRARY ON CASUALTY, SURETY AND MISCELLANEO 
INSURANCE ne 
WRENS PERG ATOR i 55:60 avs (as 6 61g Sle 9 101810, Slo Sik Aa wiolai a Here oe Monies $4.00 
Insurance Year Book, Casualty, Surety and Miscellaneous Volume. . 20.00 
MEMEBERS isso ros wines ok sks Reiheied obs oe éiee wehen 10.00 
he Mecident Insurance Manual oc. 4:0:0:«.s o:avsieisie.o:ss4,016 sibracaw recog oie 4.50 
Practice of Workmen’s Compensation Insurance, by S. B. Ackerman 4 ‘00 
The Principles of Surety Underwriting................0000. é 
Automobile Insurance, by Ambrose Ryder....................... 
Claims Arising from Results of Personal Injuries.................. 
Investigators and Adjusters Hand Book.... ............-..00. 
Manual of Fidelity Insurance and Corporate Suretyship 
Pocket Register of Accident Insurance...........0.cccceces 
Surety and Casua!ty Salesmanship, by J. R. Wilson............... 4.00 
Handy Chart of Casualty, Surety and Miscellaneous Insurance Com- ; 
MP NNUE ease re he ast ess- rele ¥-onbiel s1NKIS eon e RO aS SALalp Reticle ersble oe oe +75 
Selection of Risks by the Casualty Solicitor...................... rf 
$63.75 
$45 LIBRARY FOR MARINE INSURANCE MEN 
BEES PE GRAIIOR 6.5 'ocs'c 6 6:059.5.6/ 5 ear ul Clo 60 eee sib oleae b Os 
Insurance of Freight, by Lazarus................. TANGA Sea pe SH Soe 
Marine Musnrancen Dy GOW... .5555 6 65.0i0n.kle boos cece ee 3.40 
Insurance Year Book, Fire and Marine Volume.................22 20.00 
Marine Insurance, (bY Templeman. ...<.. 0c... + «cs«.<cc.cccn 2.50 
Marine Insurance; Its Principles and Practice, by W. D. Winter. ee 4.25 
Sea Insurance According to the British Statute, by Gow.......... j 7 "80 
$30 LIBRARY FOR FIRE INSURANCE MEN 
Fire Insurance and How to Build, by F C Moore 
Fire and Explosive Risks, by Von Schwartz......... 
Fire Prevention and Protection, by Freitag........ 
Fire Prevention and Protection, by A C Hutson...... 
Crosby-Fiske-Foster Hand Book of Fire Protection..... he rete e we 4.1 
Fire Insurance Inspection & Underwriting, by Dominge & Lincoin i 6.00 
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EDITORIAL 


SOFT COAL FIRES 


Increase in New York City Fire Losses Due, in a Great Measure, 


to Recent Pennsylvania Coal Strike 


The “Gay White Way” has returned to scenic 
normality. It was not so many weeks ago, 
however, when Manhattan was enveloped by 
clouds of soft coal smoke—to observe the dim 
outline of the sun was a luxury, to maintain 
any degree of cleanliness was a miracle and 
to breathe was an affiction. 

Soft coalism is a disease somewhat similar 
to other national pastimes, in that it is merely 
temporary. It is, however, a disease peculiarly 
effective in New York, due to the fact that 
only about 15 per cent of all the coal used in 
the United States is hard coal, and of that 15 
per cent, New York is credited with consum- 
ing approximately two-thirds. | Hard-faced, 
hard-coal New York is not, therefore, very 
well equipped to fight a soft coal invasion. It 
might well be said that this past winter dur- 
ing the use and misuse of soft coal, the metrop- 
olis of the East divested the city of Pitsburgh 
of its well earned sobriquet. 

A great deal of light is thrown upon the 
effect of the coal strike by an analysis of the 
comparative statement covering incurred losses 
recently compiled by the committee on losses 
and adjustments of the New York Board of 
Fire Underwriters. This statement covers about 
60 per cent of the losses and compares the in- 
curred losses for the first five months of 1026 
to the first five months of 1925. The state- 
ment, in part, follows: 

















1925 
: No. Amount 
HOW MERROW a 02 thy ls woes t, 3 118 $ 419,923 
On PNGMee Ae ct ene re ans 2,679 9,343,908 
2,797  $ 9,763,831 
1926 
- No. Amount 
ee eee 121 $ 747,616 
New MOnice oor: hoc atas enon 8,125 10,807,865 
8,246 $11,555,481 


From this comparative statement, it follows 
that the number of incurred losses for New 





York increased 16.65 per cent and that the in- 
crease in terms of monies was 15.67 per cent. 
Of course, it is not immediately deducible that 
this great increase is due directly to the use 
of soft coal and other substitutes for anthracite, 
but it certainly tends to verify such a state- 
ment. 

Going a step further, and analyzing the fires 
due to chimney, defective flues and heating ap- 
paratus, excluding oil stoves and heaters, we 
see that the increase of fires is due, to a great 
extent, to the use and misuse of soft coal and 
other substitutes. During the last quarter of 
1924, New York city reported 814 fires due to 
the above-mentioned causes. In the last three 
months of 1925, this number jumped to 1032. 
The first quarter of 1925 showed 666 fires and, 
during the first three months of the current 
year, a climax of 1687 was reached. In other 
words, there were 218 more chimney, defective 
flue and heating apparatus fires in New York 
city during the last three months of 1925 than 
there were for the corresponding period of 1924, 
and for the first quarter of 1926, there was an 
increase of 1021 fires over the first quarter of 
1925. 

The above figures indicate an appalling sit- 
uation, which, to a large degree, is indirectly 
due to the coal strike, and directly due to the 
use of anthracite substitutes, such as soft coal, 
hituminous, coke, wood and waste materials. 
The report that there was an increase in fires 
directly due to the coal question was confirmed 
by Thomas P. Brophy, chief fire marshal of 
New York city, in an interview with a repre- 
tative of THE SpEcTATOR. 

The increase in fires due to the use of hard 
coal substitutes was caused to some extent by 
a lack of knowledge on the part of household- 
ers in the use of bituminous coal. During the 
months that New York city lost its scenic 
identity because of the volumes of soft coal 
smoke, the majority of coal dealers issued 


39 





printed circulars to their customers detailing 
the correct use of bituminous coal. It was 
the misuse rather than the use which caused so 
many unnecessary fires. The misuse of soft 
coal created such a volume of heat that the heat- 
ing equipment disintegrated in some cases. 

Another cause for the fire increase was 
small fire boxes, narrow flues and chimneys, 
and small grate areas. In the West, where 
anthracite is almost unknown, and bituminous 
coal is used almost exclusively, the fire boxes 
are much larger than in New York, flues and 
chimneys have a greater diameter, and the grate 
areas are larger. Due to the incomplete com- 
bustion of soft coal, and intense heat generated 
by it, a great deal of soot and partly com- 
bustible coal is deposited on the walls of the 
flue and chimney. In New York, where fur- 
nace apparatus is not built to cope with this 
surplus, the result is often a fire—soot nar- 
rows the opening in the flue to a very smali 
passage, ignited sparks settle upon the already 
deposited surplus which is still partly com- 
bustible, and the result is a chimney or defec- 
tive flue fire. In the West, this possibility is 
almost negligible due to the different construc- 
tion of heating apparatus. 

During the summer months, the soot and 
deposit on chimneys and flues will have an op- 
portunity to dry out thoroughly and, due to 
the fact that the combustible qualities are not 
entirely eliminated from the particles of bitu- 
minous coal, it is very likelv that there will be 
a great deal of chimney and flue fires when the 
furnaces are put to use again in the fall. Un- 
less owners and landlords see to it that the 
furnace, flue and chimney are thoroughly 
cleaned, the results of the coal strike will not 
have been exterminated but will recur again, 
during the winter of 1926-17, with renewed 
energy and force, effecting a loss which will at 
least equal, if it does not surpass, the tremen- 
dous loss of this past soft-coaled winter. 
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AMERICAN AND FOREIGN INSURANCE 
COMPANY 
Plans Doubling of Capital 

The American and Foreign Insurance Com- 
pany, New York, N. Y., is planning to increase 
its capital from $500,000 to $1,000,000. Organ- 
ized in 1896, the company originally wrote only 
marine business, but in 1924 it amended its 
charter to permit the writing of fire and allied 
lines also. The American and Foreign is con- 
trolled by the British and Foreign Marine of 
Liverpool, which in turn is owned by the Royal 
Insurance Company of Liverpool. 


AUTOMOBILE INSURANCE EXCHANGE 
Seattle, Wash. 
Washington Reciprocal Report 

The insurance department of the State of 
Washington has turned in a harsh report on 
the Automobile Insurance Exchange, a recip- 
rocal of Seattle. The examiners’ report credits 
the concern with $65,205 admitted assets, while 
the liabilities are $119,537, making a deficit of 
$54,332. 

The report further takes the exchange to task 
in pointing out that though the management of 
the concern is supposed to be vested in an ad- 
visory board and an executive committee, it is 
actually a dictatorship with C. S. Best, the at- 
torney-in-fact, as its Mussolinij He is a 
brother of Alfred M. Best, well-known pub- 
lisher of insurance statistics at New York. The 
executive committee has not functioned since 
1919 and the advisory board has not held an 
election since March 6, 1922, although the by- 
iaws require the election of officers annually. 

The Automobile Insurance Exchange was 
organized in March, 1919, and was licensed in 
Washington, Idaho and Oregon. 


COMMONWEALTH FIRE AND MARINE 
INSURANCE COMPANY 
Kansas City, Mo. 
Young Company to Expand 

The Commonwealth Fire and Marine Insur- 
ance Company of Kansas City, Mo., established 
in March, 1925, is planning to expand its field 
of operation. The company has a capital of 
$300,000 and a surplus of $104,000. Since its 
inception last year, the company has built up a 
strong agency system in Kansas, and following 
its inspection by the insurance department re- 
cently, it was pronounced to be in excellent 
condition. The company plans to enter eight 
States, namely, Missouri, Arkansas, Oklahoma, 
Texas, Iowa, Nebraska, Colorado and Missis- 
sippi. 

Col. Frank L. Travis, formerly Superintendent 
of Insurance in Kansas, is president and general 
manager of the company. Other officers of the 
company are: First vice-president, W. W. 
Frye; second vice-president, W. D. Vance; 
third vice-president, E. A. Corey; general coun- 
sel, David T. Carson; assistant secretary and 
treasurer, Hazel M. Jones. 


EMPLOYERS CASUALTY INSURANCE 

COMPANY 

Dallas, Texas 

Company Amends Charter 
The Employers Casualty Insurance Company, 
of Dallas, has amended its charter to include 
the writing of additional lines. Practically every 
form of coverage may now be written by the 
Employers Casualty except life, health and 
certain forms of accident. The expansion is 
made under the recent decision of the Texas 
supreme court permitting insurance companies 
to enlarge their purpose ad lib. The capital 
stock of the Employers Casualty is $200,000. 


FIREMENS INSURANCE COMPANY 
Newark, N. J. 
Company Will Double Capital 

The stockholders of the Firemens Insurance 
Company, Newark, N. J., voted to double the 
authorized capital of the company at a special 
meeting held at the home office. This action 
was in accordance with the recommendation of 
the board of directors in April. The increase 
is from $5,000,000 to $10,000,000, and wil! per- 
mit the carrying out of additional service plans 
now forming for agents and policyholders. 

The company does not intend to issue any 
of the newly authorized stock in the immediate 
future, but it is the company’s policy to author- 
ize a large increase in the capital stock so that 
the board of directors may increase the paid 
capital at any time without the delay of waiting 
for an authorization from the stockholders. 


JACKSON FIRE INSURANCE COMPANY 
Sumter, S. C. 
New Company Chartered 

The Jackson Fire Insurance Company, Sum- 
ter, S. C., has been granted a chater by the 
Secretary of State of South Carolina. The 
company is capitalized at $100,000, and will 
write fire and marine insurance and their allied 
lines. 

The officers and directors of the company, 
most of whom are also identified with the 
Palmetto Fire and the Fidelity Fire Insurance 
companies of Sumter, are as follows: Presi- 
dent, Perry Moses; vice-president, Davis D. 
Moise; secretary, T. B. Caudle: treasurer, 
Conover Martin. The directors are: Perrv 
Moses, Neill O’Donnell, O. L. Williams, E. E. 
Rembert and Davis D. Moise. 


KYODO FIRE INSURANCE COMPANY, 
ETD. 
Osaka, Japan 
Company to Enter United States 
The Kyodo Fire Insurance Company, Ltd., 
of Osaka, Japan, has applied for admission to 
the United States to do a fire insurance busi- 
ness. It has made a deposit of $200,000 in the 
State of New York and approximately $375,- 
000 with the Bankers Trust Company, New 
York, its United States trustees. The Kyodo 
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will transact a fire reinsurance business through 
Fester, Fothergill & Hartung of New York, 
its United States managers. 

The approximate figures for the Kyodo’s 
home office statement show total assets of 
8,000,000 yen, a paid capital of 2,500,000 yen, 
and a net premium income of 3,000,000 yen. 


CENTRAL FIRE INSURANCE COMPANY 
Baltimore, Md. 

A dividend of five per cent, or fifty cents 
a share, on the $10 par stock of the Central Fire 
Insurance Company, Baltimore, has been de- 
clared, payable July 1, to stockholders of rec- 
ord June 21. 


LIVERPOOL & LONDON & GLOBE 
INSURANCE COMPANY 
Liverpool, England 
Annual Report Submitted 

At the annual meeting of the Liverpool and 
London and Globe Insurance Company, held in 
Liverpool, Chairman A. Kentish Barnes sub- 
mitted a report on the company’s business show- 
ing that its fire, accident and marine premium 
income exceeded £10,000,000, the 1925 figure 
being £110,039,028. The report showed an un- 
derwriting profit on the combined fire, accident 
and marine business of £420,497 and interest 
received in these departments of £'565,020. 
The company’s funds now total £ 20,344,071. 
NATIONAL AUTOMOBILE INSURANCE 

ASSOCIATION 
Indianapolis, Ind. 
Company Placed in Receivership 

The National Automobile Insurance Associa- 
tio nof Indianapolis, Ind., has been placed in 
the hands of a receiver. It is a reciprocal oper- 
ating in Indiana, Michigan, Illinois, and, until 
last year in Missouri. It was incorporated in 
February, 1920, by Henry Warrum, Fred Bar- 
rett and O. J. Conrad, all of whom disposed of 
their interests some time ago. 

The affairs of the company have been in poor 
shape for some time. and it has been involved 
in considerable litigation. Its business shows a 
gradual decline. The premium receipts for 
1925 were $214,700 and at the close of the year 
the assets were $77,314, with $70,408 liabilities; 
this margin is so small that it will probably be 
necessary to levy an assessment. 


MERCHANTS INSURANCE COMPANY 
Providence, R. I. 
Company Increases Capital 

The Merchants Insurance Company of Prov- 
idence, which was chartered in 1851 by the 
Legislature of the State of Rhode Island, has 
had its charter amended at the last sesston of 
the legislature so that it may increase its cap- 
ital from $500,000 to $1,500,000. The board of 
directors of the Merchants plan to make a par- 
tial increase of the authorized amount some- 
time this year. 
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REPUBLIC FIRE INSURANCE COMPANY 
Pittsburgh, Pa. 

Announces Changes in Eastern Field 

The Republic Fire Insurance Company of 
Pittsburgh, withdraws July 1 from the New 
England general agency of George S. Rosen- 
crantz, of Boston, but will remain in the Boston 
focal agency of Rosetcrantz, Hugard & Co. 
This move, coupled with the vacancy caused 
by the resignation of L. D. Owery, special 
agent in the Eastern Pennsylvania, New Jer- 
sie Maryland and District of Columbia field, 
has necessitated a rearrangement of the East- 
ern field as follows: 

H. D. Schaefer will be special agent for 
Alleghany county, Penna.; J. H. Colvin, special 
agent for Western Pennsylvania, will cover the 
rest of Pennsylvania, Southern New Jersey, 
Maryland and the District of Columbia; W. G. 
Matz, special agent for New York State, will 
add to his territory Northern New Jersey, 
Massachusets and Connecticut. 


ROYAL INSURANCE COMPANY OF 
AMERICA 
New York, N. Y. 
Fleet Makes Changes on Pacific 

The Royal group, through Frederick B. Kel- 
lam, general attorney in the United States for 
the Royal Insurance Company of Liverpool, an- 
nounces several changes in its Pacific Coast 
departments. 

H. R. Burke has been appointed manager of 
the Pacific Coast department of the Royal Yn- 
surance Company of America and the Newark 
Fire Insurance Company. Mr. Burke’s appoint- 
ment has been anticipated since the death of 
Rolla V. Watt. He has been assistant Pacific 
Coast manager of the Royal fleet since 1918. 

F. R. Farr, second assistant manager, and 
Fred J. Perry, agency superintendent, have been 
made assistant managers of the Pacific Coast 
department of the fleet. Matt B. Evans, special 
agent in charge of the Southern California field, 
and George K. Harris, special agent in the 
Western Washington and Oregon territory, 
have been appointed agency superintendents. F. 
M. Cotter, resident secretary for the Royal In- 
demnity Company’s Pacific Coast department, 
will become manager. E. C. Smith will con- 
tinue as assistant resident secretary for the 
Royal Indemnity. 

As is the policy of the Royal fleet, all these 
appointments have been made from within the 
organization. 


STERLING FIRE INSURANCE COMPANY 
Indianapolis, Ind. 
Company Voluntarily Liquidates 

A receiver has been appointed for the Sterl- 
ing Fire Insurance Company of Indianapolis, 
Ind, as a result of a suit brought by the In- 
diana attorney-general at the request of the 
company. The liquidation of the Sterling Fire 
follows the year-old cancellation by the Indiana 
Insurance Department of a contract made by 
the Sterling with the Hartford Fire, which in 
effect eliminated the Sterling as an operating 
Company. At the time of the cancellation, which 








became effective December 31, 1925, the com- 
pany was informed that it must either operate 
as a strict insurance company or liquidate. At 
a recent meeting of the board of directors the 
latter course was chosen, and due to the fact 
that there is no law in Indiana providing for 
voluntary liquidation and dissolution of fire in- 
surance companies, the Sterling Fire requested 
Arthur L. Gilliom, attorney-general of In- 
diana, to instigate liquidation proceedings 
against the company so that the company might 
withdraw from business. 

It is understood that the company is solvent 
and that stockholders will receive almost twice 
the par value of the stock when the affairs of 
the company are finally terminated. 

In commenting upon the voluntary liquida- 
tion, William L. Taylor, attorney for the Ster- 
ling Fire, made the following statement: “The 
directors have been trying to devise some plan 
of continuing the business in a profitable way, 
either by incorporating the company as an 
active underwriting insurance company or by 
the stockholders selling their stock to a group 
of insurance men who could affiliate the com- 
panv with some strong nationally known com- 
pany. All endeavors of this kind failed, partly 
because of the limited character of securities in 
which all Indiana fire companies must carry 
their surplus. 

“The directors unanimously, but regretfully, 
concluded that they could not afford to 
jeopardize the interests of the large number 
of stockholders of the company, by any perilous 
attempt to compete with the too large fire in- 
surance companies that do business in Indiana. 


“Unfortunately there is no law in Indiana 
providing for a voluntary liquidation and dis- 
solution of Indiana fire insurance companies. 
The onty complete remedy is to go through a 
receivership, which we expect will be done 
speedily and at the lowest possible expense.” 


WELLINGTON MUTUAL FIRE 
ANCE COMPANY 
Guelph, Ont. 
Company Increases Deposit 
The Wellington Mutual Fire Insurance Com- 
pany has increased its deposit with the Ontario 
Government to the amount of $100,000. The 
Wellington deposit, now larger than its legal 
reinsurance reserve, greatly exceeds the legal 
requirement. The deposit required by the Pro- 
vincial Government from joint stock companies 
is $50,000. In the case of cash mutual com- 
panies, however, a deposit is required of a stim 
equal to 25 per cent of the companies’ annual 
cash premiums. 


INSUR- 


YANGTSZE INSURANCE ASSOCIATION 
Shanghai, China 
Marine Companies Plan Combine 

A report from reliable circles states that 
the Union Insurance Society of Canton and 
the Yangtsze Insurance Association of Shang- 
hai are planning to merge. 

The Union of Canton was organized in 1835 
and has been operating in the United States 
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since 1917. In addition to the United States, 
its American office handles business in Alaska, 
Hawaii and Central America. The 1925 report 
of the American branch showed assets of $7,- 
058,050 and a net surplus of $3,166,275. Its 
American net ocean marine premiums for the 
year amounted to $412,753, and its net inland 
marine premiums $132,716. 

The Yangtze wa sorganized in 1862 and 
entered the United States in December, 1907. 
They are licensed in New York, Washington, 
California and Hawaiii. Its 1925 report showed 
total assets in America of $806,713, and a net 
surplus of $357,891. Its American net ocean 
marine premiums for the year were $244,651. 

Marsh & McLenan are the United States fire 
managers for both the Union and the Yangtsze. 
Platt, Fuller & Company, New York, are the 
United States marine managers of the Yangtsze, 
and Roberts & Ebert, New York, are the 
United States marine managers for the Canton. 
It is likely that the present United States man- 
agement will continue without change under 
the merger. 


UNION INSURANCE SOCIETY OF CAN= 
TON, LIMITED 
Hongkong 
Examination of the Insurance Society of 
Canton, Limited, by the New York 
Insurance Department as of Sep= 
tember 30, 1925 
The Insurance Society of Canton, Liimited, 
of Hongkong, was examined by the New York 
Insurance Department as of September 30, 
1925. The report was filed in June, 1926, and 
is presented in part as follows: 


History, Organization and Management 

The Union Insurance Society of Canton, 
Limited, was established in 1835 at Canton, 
China. In 1841, when the Island of Hongkong 
was ceded to the British Empire, the Society 
transferred its head office tv the security of the 
New Colony and the head office has since been 
maintained in Hongkong. 

The Society established a United States 
branch in the year 1917 for’ the transaction of 
ocean marine insurance, entering the State of 
New York under the provisions of Section 27 
of the Insurance Law of this State and mak- 
ing the statutory deposits with the Superintend- 
ent of Insurance and the duly approved United 
States trustee. 

In the year 1918, the Society extended its 
operations in the United States to include the 
transaction of fire insurance after meeting the 
statutory requirements. 

The United States manager is Marsh & 
McLennan, a corporation organized under the 
laws of the State of Delaware, with headquar- 
ters at 175 W. Jackson boulevard, Chicago, IIl. 

The Continental & Commercial Trust & Sav- 
ings Bank of Chicago, IIl.; is the United States 
trustee. 

The fire business of the Society, with the ex- 
ception of the Pacific Coast department, is un- 
der the direct control of the United States 
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manager. The Pacific Coast department is un- 
der the management of Balfour, Guthrie & Co., 
agents, at Sansome and California streets, San 
Francisco, Calif., and they maintain in their 
organization independent departments for fire 
and for marine insurance business. The trans- 
actions of this department are reported direct 
to the head office of the Society, the United 
States manager being furnished with the data 
required to complete the quarterly and annual 
statements. 

The marine business, with the exception of 
that transacted through the Pacific Coast de- 
partment, is under the control of W. J. Rob- 
erts of 60 Beaver street, New York, N. Y., 
as marine underwriter and attorney. The ma- 
rine transactions are also reported direct to 
the head office and the necessary data for the 
compilation of quarterly and annual statements 
is submitted to the United States manager. 

A branch office is also maintained by the So- 
ciety in Honolulu, Territory of Hawaii, which 
is independent of the United States branch. 


Field and Scope of Operations 

The United States branch of the Society is 
licensed in and operating in all of the States 
of the Union as well as the District of Colum- 
bia and writes the following lines of insur- 
ance; Fire, tornado, sprinkler leakage, ocean 
marine, inland marine, motor vehicle, explosion. 

Under the title of Allied Underwriters, the 
United States branch also issues policies in 
certain States. 

With the exception of the marine and motor 
vehicle business and a small volume of fire busi- 
ness, the company’s operations represent direct 
writings. The marine operations are both re- 
insurance and direct business. The motor ve- 
hicle business written for the account of the 
United States branch of the Society is trans- 
acted through the general agency of H. G. B. 
Alexander & Co., of Chicago, Ill. 

In addition to the motor vehicle direct writ- 
ings, the United States branch assumes, by way 
of reinsurance, the entire motor vehicle busi- 
ness written for the account of the Export In- 
surance Company of New York, N. Y. This 
business consists solely of risks in which finance 
corporations have an interest and is transacted 
through the Interstate Automobile Under- 
writers Agency, Inc., of New York, N. Y. 


Reinsurance With Automobile Insurance 
Company 

During the early part of 1924 the United 
States branch entered into an agreement with 
the Automobile Insurance Company of Hart- 
ford, Conn., whereby that company agreed to 
accept by way of reinsurance, one-half of the 
entire liability under each and every policy in 
force on March 31, 1924, issued by the United 
States branch under its own name or title or 
under the title of “Allied Underwriters” and 
covering all lines of risks written except motor 
vehicle, marine business, Pacific Coast business 
and the outstanding liability under a certain 
canceled treaty. 

The agreement further provided for:a con- 





tinuing reinsurance by the Automobile Insur- 
ance Company of one-half of the entire liability 
under policies to be issued on and after March 
31, 1924. 

The agreement was unlimited as to duration 
and terminable by either party on six months’ 
notice. Under date of March 31, 1025, the 
agreement was amended so as to include the 
reinsurance of “automobile retail finance busi- 
ness written through the Export Insurance 
Company of New York” and in accordance with 
such amendment the Automobile Insurance Com- 
pany agreed to accept 90 per cent of the entire 
liability under such business in force on May 
1, 1925, and further agreed to accept the same 
proportion of the liability under policies to be 
issued on and after May I, 1925. 

Prior to the execution of the foregoing agree- 
ment there had been in force since March 31, 
1924, a contract of reinsurance with the Auto- 
mobile Insurance Company whereby that com- 
pany assumed 50 per cent of the liability un- 
der direct policies issued for the account of 
the United States branch covering motor 
vehicles. Under the dates of May 1, 1925, and 
September 1, 1925, the participation under this 
contract was increased to 90 per cent. 


Examination Detail 

Examinations of the books and records were 
conducted in the offices of Marsh & McLennan 
at New York, N. Y., and Chicago, Ill., in the 
office of W. J. Roberts of New York, N. Y.; 
in the office of H G. B. Alexander & Co., Chi- 
cago, Ill., and in the office of the Interstate 
Automobile Underwriters Agency, Inc., New 


York, N: Y. 

The Pacific Coast branch was examined by 
this department in 10923. For the present 
examination, sworn statements of Balfour, 


Cuthrie & Co., agents, showing the operations 
of that office for the twelve months ended Sep- 
tember 30, 1925, and the assets and liabilities 
as at the latter date, all of which have been in- 
corporated with the data compiled in this 
examination and the final results reflected in 
the financial exhibit of this report. 


Financial Exhibit 
The financial condition of the United States 
branch of the Union Insurance Society of Can- 
ton, Limited, on September 30, 1925, as deter- 
mined on this examination is shown as follows: 


1. Financial condition under the general 
form of statement. 
2. Financial condition under the capital 


statement requirements as provided for in Sec- 
tion 27 of the New York Insurance Law. 


General Financial Condition 
September 30, 1925 


Lepcer ASSETS 


HOOK Wali Ol. GOMOR S55 ois dices eebeeee $4,394,952 
BODK Valle OF BEGOUI 66.605 4-.4:0'% scesde 00 6 671,940 
MERU YET AICO cas aatoie's annie $ aise pistes arelsioleie 3,101 


ROSE ART AIMEE aca aaa Ss ere. Siatasarereneeuninda eho 403,347 


Gast aa Hands Gf Ageits. cccses secre xs 57,019 
Agents’ bal. rep. bus. written sub. to 
yt PR | - SR na VP ae Po 653,579 
Agents’ bal. rep. bus. written prior to 
GRY Di POCO a carcino eiste sia Cai 6 idle nee eteieas 137,862 
Kansas impounded premiums........... 7,901 
Reinsurance rec. on paid losses.......... 9,416 
PEGUA ACUBES “QSEEIS sce os.cis aioe Siaies $6,339,117 
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Non-Lepcer ASSETS 
Market value of bonds and stocks over 


HOGI ‘Malte «i.cc.c osu cawscanswele se smiese $504,030 
Accrued interest on bonds.......c.+.e0- 75,470 
Reinsurance rec. on paid losses...... avine 16,721 
Funds temp. held by U. S. manager...... 888,489 

a 
ISOGAG CANEEEE: hock. a cow steind eee neues $7,328,807 
Depuct Assets Not ADMITTED 
Adv. to agents incl’d in cash 

MY WGUICE hx wien sce ese eee 728 
Paid losses incl’d in cash in 

EE og ncce tia w a een 19,249 
Cash in hands of agents..... 57,019 
Agents’ bal. rep. bus. written 

prior to July 1, 1925..... 137,862 
Kansas impounded premiums. 7,901 

—_————— 222,759 

Total admitted assets........-..e6. $7,101,067 
LIABILITIES 

Net aumpaid TOss66 sn 6. occ 6ncincr0 00 e ousisiose.s $1,185,455 

Unearned premiums .......ccccsceccece 2,348,563 


Taxes GWG GF ALCTUEK... 6<c:5:castessecene 25,852 





Sundry expenses due or accrued......... 13,150 

Reinsurance premiums payable.......... 888,488 

Est. liab. to cover Hawaiian bus........ 10,000 
Total WaDiwities <s.6o500- 88 coecewcwees $3,981,508 

Statutory EPOSi 2.6.6 <<.04:0-0.0% $400,000 

SMEO HIG: c.0ccp sis siete sm sieresscas's 2,719,559 

Surplus to policyholders PRN er 3,119,559 


$7,101,067 


Assets 
Boxps AND Stocks.—The bonds and stocks 
owned on September 30, 1925, are shown in 
detail in the annexed Schedules I and II. The 
market values are based on actual September 
30, 1925, quotations. 
A summary of the securities by classes is as 





follows: 
Book Market 
Description—Bonds Value Value 
Government (U. S.)......-. $792,177 $867,917 
Government (foreign) ...... 197,992 210,557 
$990,169 $1,078,475 
Ratlrnad .icicectvcnsiesese $1,499,529 $1,730,198 
Public utiities os.¢6005.000600 1,209,266 1,290,150 
Tadust, & MiSs .6:0.000.eces 695,987 731,503 
Total bonds —  ...«--. $4,394,951 $4,830,321 

Stocks 
MRELTOAG wei -kreisiesu awinicts we meee $48,840 $61,000 
Indust. & miscel.........+6. 623,100 679,600 
Total StOCKS Ackceensess $671,940 740,000 
Total bonds & stocks.... $5,066,891 $5,570,921 


The securities in the custody of the United 
States trustee were examined and counted on 
November 24, 1925, in the vaults of the Con- 
tinental & Commercial Trust & Savings Bank, 
Chicago, Ill. Certificates were obtained in 
verification of deposits with State officials. 

The deposits with the States of Georgia, New 
Mexico, North Carolina and Virginia are 
“special deposits” being held for the protection 
of policyholders and creditors in such States 
only and not for policyholders and creditors 
within the United States generally. 


Liabilities 

UNEARNED PREMIUMS.—The unearned pre- 
mium liability on fire and allied lines and in 
motor vehicle business written through the 
United States manager was sufficiently tested 
to indicate the accuracy of the complication 
and the amount carried was found to be ade- 
quate to carry all policy obligations to maturity. 

The unearned premium liability on fire and 
marine business written through the Pacific 
Coast departments was furnished in the sworm 
statements submitted by such departments. 
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The marine unearned premium liability on 
business written through the office of W. J. 
Roberts was established from the reserve rec- 
ords in that office. The time risks reserve was 
computed on the pro rata basis, and 100 per 
cent of the September, 1925, premiums on trip 
risks were charged to cover the liability thére- 
on. 

The following table shows the fire premiurns 
in force and the unearned thereon on Septem- 
ber 30, 1925, according to terms: 








Unearned 

Term In Force Premiums 

L yeat.... eee eee rece e eee $1,589,486 $744,102 
Oe eee 18,125 8,515 
Oe (oe 1,540,600 825,821 
en 42,286 18,928 
§ yearS..... +e eee eee ee eee 467,122 301,887 
TEOEBIS: 60:06 p50 00 tome $3,657,619 $1,899,253 


REINSURANCE PREMIUMS PAYABLE.—In or- 
der to reduce the liability for reinsurance pre- 
miums payable on Sept. 30, 1925, the United 
States manager drew a check on its funds in 
the Continental and Commercial National 
Bank of Chicago to the order of “Automobile 
Insurance Company of Hartford or Marsh & 
McLennan, Inc., General Agency Account” for 
$388,488.42. The amount of 
charged against the account of the Automobile 
Insurance Company while the check was en- 
dorsed for deposit in the Marsh & McLennan 
Genera! Agency account in the Continental & 
Commercial National Bank. 

On October 1, 1925, there was remitted to 
the Automobile Insurance Company from funds 
in the Marsh & McLennan General Agency ac- 
count the sum of $119.402.69 and such remit- 
tance constituted settlement of the June Pre- 
mium Account and 


the check was 


August Loss Account as 


follows: 


June. 1925, vrems. due to Automobile 
Insurance Company for reinsurance.... 
August, 1925, reins. recov. from Automo- 
bile Insurance Company on losses paid.. 


$388,488 


269.086 





Balance due Automobile Ins. Co $119,402 


The explanation offered by the United States 
branch officials was that the handling of such 
remittance the March & McLennan 
General Agency account was for expediency in 
strengthening the capital under section 27 by 
reducing a capital statement liability with funds 
other than those trusteed. It was further stated 
that the amount due from the automobile for 
losses paid in August, 1925, was not finally 
established until October 1, 1925, at which time 
the entries covering same were made in the 
records as of August 31, 1025. 

Inasmuch as the funds of the United States 
branch involved in the transaction on Septem- 
ber 30, 1925, amounting to $388,488.25 were in 
the actual possession of the United States 
manager on that date, they cannot be held to 
act as a reduction of the liability of the branch 


to the Automobile Insurance Company for rein- 
suranc 


through 


€ premiums due and in accordance with 
such reasoning a liability to cover reinsurance 
Premiums payable of $388,488.25 has been 
charged in the : 
Credit has been 
ledger assets” 


foregoing financial statement. 
allowed, however, under “non- 
for a like amount as “funds 


tmp } "¢ ‘ 
Porarily held by United States manager.” 


TAXES AND ExpPENSES DUE OR ACCRUED.— 
The amounts charged to cover taxes, expenses, 
etc., are believed to be adequate; while such 
amounts may appear to be out of proportion 
to the volume of business transacted by the 
United States branch of the Society, such dis- 
parity is accounted for by the fact that the 
management contract provides for the payment 
of all taxes and expenses, other than marine 
and Pacific Coast departments, by the United 
States manager. 

Lrasitity Unper HAwattAn_ BUSINESS.— 
The transactions of the Hawaiian branch have 
always been reported direct to the head office 
of the Society and have never been considered 
as coming within the jurisdiction of the United 
States branch. 

Section 26a of the Insurance Law of the 
State of New York defines the term “United 
States” as follows: 

“The term ‘United States,’ 
this chapter with reference to an insurance 
corporation organized and existing outside of 
the United States, shall mean only the States, 
the territories of Alaska and Hawaii and the 
District of Columbia.” 

The United States branch officials have given 
assurances that steps will be taken to have the 
Hawaiian branch transactions for the year 1925 
incorporated in the departmental annual state- 
ment for that year and thereafter all such 
transactions will be properly reported. 


whenever used in 


It was not possible to obtain the necessary 
data of the Hawaiian branch for the purpose of 
this report but provision which is believed to 
be adequate has been made in the financial 
statements appearing hereafter to cover what- 
ever liability may exist thereon. 


Capital Condition 
September 30, 1925 
Under the capital statement requirements as 
provided for in section 27 of the New York 
Insurance Law, the financial condition of the 
Society’s United States branch on September 
30, 1925, was found to have been as follows: 
ASSETS 
Securities on Deposits with 
State departments: 


Par Market 


Value Value 
New York— 


U. S. 4th Lib. L’an, 4%4—1938 $450,000 $459,703 

Ohio- 
U. S. 3rd Lib. L’an, 4'4—1928 100,000 101,406 
, <anieesee seek seiwrdeexewses $561,109 


Vested in and held by United 
States trustee: 
3onds and_ stocks $3,947,006 








CASI ize come wcaicl seg We wane eee ewaa cae 31,063 
ECHAI od acum ole cuie wep wiceKeatoen: $4,988,069 

Total gross assets in the U. S. dep. 
with State dep. or trustee.... $5,549,178 

F LIABILITIES 

Mnipanh TGRses> cbc catvtvcnetesee ee vnds $1,185,455 
Unearned) Pretwmunie ick hese cc vwascicoe 2,348,563 

Reins. and return prem. payable and 


agents’ credit balances.............. 
Sal., rents, exp., ete., due or accrued.... 
‘FARES; GUE OF -ACETROW 6 os.ccg cme weweciuns 
Est. liab. to cover Hawaiian bus 


1,431,286 
364,293 
35,851 
10,000 


OGM ewe orn case ae eae youwaas 
3rought forward 





DSCNS «<5 5oica 6 « Seer eu eee vedere 
‘Fetal liah, in. the U: Sii.iskscc% $4,965,246 
Capital under Section 27 of the Ins. Law 583 922 


Total (being the gross assets in the 
United States) 


$5,549,178 





Assets Not Allowed in Capital Statement 





Market value of special deposits......... $52,806 
Cae if OGG ii icccccwncusdearscsacdece 2,372 
Cash in banks not under control of trustee 353,035 
Agents’ balances (within three months)... 653,579 
Reinsurance recoverable in paid losses... 26,136 
Accrued interést on bonds............... 75,470 
Funds temporarily held by U. S. mgr..... 388,488 

FOR SN 6 Sek can dod endo keene nme $1,551,888 


Liabilities in Capital Statement Treated 
as Deductions from Agents’ Balances 
in General Statement 

Reins. and return prem. pay- 


able & agents’ credit bal... $1,042,798 

Man. com. & exp. accrued.... 351,143 

ie $1,393,941 

Deductions allowed from liab.. 410,203 
ee 983,737 





Difference reconciled ............+-- 2,535,626 
Income and Disbursements 

The following statement shows the opera- 

tions of the Society in its United States branch 

for the twelve months ended September 30, 


1925: 
Income 
Net premiums writtem.......ccccscccess $3,835,064 
Intrest on hank deposits............... 10,238 
Interest on bonds and dividends on stock 329,357 
Remittances from home office (gross).. 488,641 
Profit on sale of securities............ 58,996 
FOGG) (ANN occas ccadecusewataes $4,722,296 
Ledger assets, September 30, 1924...... 1,443,081 
FOE tiedas cetatcttendadedtarsaes $12,165,976 


An analysis of the premiums written and 
the losses paid during the twelve months ended 
September 30, 1925, is as follows: 


Premiums Written 





_ Class Gross Premiums Net 
Ree etl cacao $6,590,082 2,201,545 
Marine & inland........ 775,124 539,296 
Motor weltiele ...cecccs 6,097,219 1,094,223 
ROUND fo ire aurea weteony $13,462,425 $3,835,064 
Losses Paid 
Pit@ Cla is nd0s cewcee as $2,667,338 $1,252,896 
Marine & inland........ 331,035 249,486 
Motor vehicle .......... 2,994,657 1,609,099 





ey Cee ere $5,993,030 


$3,111,481 





REMITTANCES FROM AND TO Home OFFICE.— 
The following table shows the transactions be- 
tween the United States branch and the home 
office of the Society for the twelve months 
ended September 30, 1925: 


Remittances from home office: 
Funds, transf. for payment of home office 


es CECE TE en EN Fe $334,000 
Losses paid by home office for account of 
United ‘States Branch... 6. .cc ccc c ccs 21,561 
Rec. by U. S. br. acc. of home office...... 98,874 
Sundry rec. by U. S. br. ace. of home office 34,706 
ORME cic acive Wad watietalne nee $488,641 
Remittances to home office: 
Interest on British war loans bonds...... $10,508 
Bands trates Ol aie cciciccwsincesesuawnes 319,425 
Losses paid for acc. of home office..... 486.191 


Sundry pay. for acc. of home office...... 15,186 
Rec. by home office for account of United 
AGS: DIANE x. oe casran cand otacdacnoe 808 


TROND win ca wereld earch ree eee ee $832,028 


From the foregoing it will be noted that the 
remittances to the home office exceeded those 
received 


from the home office by the sum of 


$343,386.62, which is accounted for as follows: 


Interest remitted 


1 MSRUENE 6 eis oh ve ee wwadineedecs $10,508 
PONGS ONMNOD 6 66.0 0 5:5. 3 had decked chews 319,425 
Payments for account of home office (net) 13,454 


$343,387 
Respectfully submitted, 
Cartes E. Ryan, Examiner. 
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HOME INSURANCE CO. VS. WILSON 
275 Southwestern Reporter 691 

Provision of a fire policy prohibiting 
change of ownership, is not violated where 
there has been no valid delivery in escrow 
at time of property’s destruction by fire, and 
the burden of proving such a change of 
ownership rests with the proponent. 

The plaintiff in the above entitled action 
secured a fire policy with the defendant Home 
Insurance Company of New York which insured 
the former against loss by fire to his dwelling 
house, and other buildings. The policy con- 
tained the usual clause concerning sole owner- 
ship, and prohibited any change in or transfer 
of the title to the insured property without the 
knowledge or consent of the insurance com- 
pany, making the policy null and void upon the 
breach of such clause. The policy was in full 
force at the time the property was destroyed by 
fire. The insurance company failing to pay 
the claim, this action was instigated to recover 
the amount of damages sustained by the plain- 
tiff due to the fire. A verdict having been 
rendered in favor of the plaintiff, the defend- 
ant comnanv brings this appeal to the Court of 
Appeals of Kentucky, which affirms the deci- 
sion of the lower court. 

The only defense offered by the 
company was that the plaintiff did not own 
the property at the time it was destroyed but 
on the contrary had conveyed it to his wife a 
ly. In support of this con- 


insurance 


few davs previous 
tention. the defendant-appellant introduced the 
following facts into evidence: A few months 
prior to the time of the fire the plaintiff’s wife 
had started a matrimonial action against him 
to recover alimony and eleven days before the 
property was destroyed, the parties to the mut- 
rimonial action had reached a conditional agree- 
ment by which that suit was to be settled, the 
terms of which were to the effect that the plain- 
tiff in this action would convey to his wife cer- 
tain property for life upon the contingency that 
she would relinquish all other rights in and to 
his property, and withdraw her suit. It does 
not appear that there was any agreement be- 
tween the parties that the should be 
executed at the time, but the husband, 
ever, had signed and acknowledged the deed 


deed 
how- 


to his wife and took the same and deposited it 
in a bank with which he was doing business. 
There showing officer 
received it or that any instructions were given 


was no evidence what 


concerning it. No evidence was introduced to 
establish any escrow agreement with any agreed 
custodian of the deed, or the terms upon which 
he should hold it until plaintiff's wife had ful- 
filled the conditions imposed upon her. The 
plaintiff occupied the property until it was de- 
stroved and it was not until after such time 
that he procured and delivered the deed to his 
wife. 

It is upon these facts that the defendant com- 
pany contends that the policy is void under the 


clause it contains concerning sole ownership 
and provision against change or alteration of 
title. The Court of Appeals of Kentucky, how- 
ever, affirmed the verdict of the lower court in 
favor of the plaintiff and held the defense of 
the insurance company of no avail. In its deci- 
sion the court states: “Learned counsel for 
defendant relies upon the cases of Cottingham 
vs. Firemans Fund Insurance Co., 90 Ky. 442, 
14 S. W. 417, 12 Ky. Law Rep. 409, 9 L. R. A. 
627; McKinney vs. Western Assurance Co., 97 
Ky. 474, 30 S. W. 1004, 17 Ky. Law Rep. 325; 
French vs. Delaware Insurance Co., 167 Ky. 
176, 180 S. W. 85, and other like ones cited in 
those opinions, to the effect that the absolute 
conveyance of an equitable title by the insured 
without the knowledge or consent of the insurer 
will avoid the policy after it takes effect, or 
will prevent it from attaching if the title is 
in that condition at the time it is issued, since 
the transfer of the equitable title to the whole 
or a part of the property creates a change or 
alteration of title within the contemplation of 
the parties as contained in the condition of 
the policy, and will render it void ab initio if 
the title was in that condition when it was is- 
sued, or subsequently avoid it when the change 
of title is so made. We have no criticism to 
make of the doctrine announced by those cases. 
On the contrary we regard it as eminently 
sound, and if the facts presented by this rec- 
ord were the same, or substantially similar to 
the ones involved in them. there would be no 
difficulty in disposing of the case. But there 
is, according to our view, a wide difference be- 
tween the facts of facts 
The transactions in them, which 


those cases and the 
of this one. 
we held avoided the policy, were absolute ones, 
taking effect instantly upon the delivery of the 
writing conveying the equitable title, although 
they may have contained promises by the vendee 
to be subseqnently performed by him. Here 
it is not shown that there was a delivery to 
the vendee of any writing whatever executed 
by the vendor, sufficient to transfer to the wife 
any sort of title, unless as it may be contended, 
the deed by plaintiff was delivered to the bank 
in escrow, but which we shall presently see was 
untrue. 


other 


Whatever 


necessary elements to create an escrow delivery, 


may be the 


all the textwriters and adjudged cases hold 
that there must be a depositary with instructions 
from the parties as to their agreement concern- 
ing the delivery and taking effect of the escrow 
instrument, and such instructions to the deposi- 
tory constitute what the law denominates the 
‘escrow agreement, which is a different thing 
from the instrument placed in escrow. In other 
words, there can be no escrow delivery except 
upon some condition agreed upon by the parties, 
and which condition contains the terms of the 
escrow agreement, and must be communicated 
to the depositary, and his agreement to accept 


the custody of the instrument upon these terms.” 





WHAT THE RECENT CASES HOLD 

Where a fire insurance policy provides that 
it shall be void if the insured’s interest he 
other than non-conditional and sole ownership 
or if the subject of insurance be a building op 
ground not owned by the insured in fee simple 
a breach of such condition is a bar to recoy. 
ery under the policy where the insurance com. 
pany has neither waived the condition nor js 
estopped from offering its breach as a defense. 
(149 Northeastern Reporter 247.) 

The applicant for insurance applied to an in- 
vestment company, doing an insurance business, 
to obtain fire insurance on certain property, and 
the investment company, being unable to place 
the entire risk with the company it represented, 
applied to another agericy, which in turn jn 
that it 
whether or not it could write the insurance but 
would try The latter agency filled 
out policies in different companies but did not 
countersign them; the insurance 
companies which it represented refused to carry 


formed the applicant Was not. sure 


to do so. 
complete or 
the insurance and ordered the policies canceled, 
The property was destroyed shortly thereafter, 


Held, 


insurance was not 


and an action to recover was instigated. 
that an oral contract of 
entered into and was not binding upon the com- 
panies, and that the fact that the insurance 
companies directed the cancellation of the poli- 
cies is not a binding admission that the policies 
had been issued. (240 Pacific Rep. 411.) 
Insurance on use and occupancy of a mill 
which fixed the insurance company’s liability 
at a sum “not exceeding” a certain amount per 
day, is not a valued but an open pouty, the 
words “not exceeding” being words of limita 
uncertainty of amotnt, 
which is the primary distinction between an 
(Stuyvesant vs 
Federal Reporter 


tion only, denoting 


valued policy. 


Mill, 10 


open and a 
Jacksonville Oil 
[2nd] 54.) 


To be “unconditional and sole,” the interest 
or “ownership” of the insured must be com 
pletely vested, not contingent or conditional, 
nor in common or jointly with others, but of 
such a nature that the insured must alone sus 
tain the entire loss if the property is destroyed; 
and this is so whether the title is legal of 
National Union Fire 
Ins. Co. of Pa., 106 Southern Reporter 879) 


equitable. (Socicero vs. 


If the insured is ignorant of the existence 
of a fire policy and therefore does not gite 
notice and proofs of loss within the time ptt 
scribed by the policy itself, such delay is & 
cusable, provided the insured gives notice and 
proofs of loss within a reasonable time aftet 
acquiring information of the policy’s existent 
and receiving it into his possession. (Woot. 
ward Security Ins. Co. of New Haven, 4 
Northwestern Reporter 351.) 
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Fire Insurance Stocks 
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A REVIEW OF THE MONTH 
A recent outstanding event in the financial 
world of interest to all classes of investors, and 
particularly to investors in fire insurance 
stocks, was the great activity and strength in 
United States steel, which at Monday night’s 
closing price had duplicated its high point for 
all time established on November 7, 1925. It 
has been stated on good authority that the ad- 
vance is based on the possibility either of a 
large regular dividend, another cash bonus, or 


Judge Gary, the veteran chairman of the board 
of directors, has, ever since its organization, 
consistently followed the policy of ploughing 
surplus earning back into the property. As a 
result of this policy it occupies the premier 
the 
States, and for the world at large. 
value of U. S. 


share, and with an earning power much in ex- 


position in steel industry in the United 


The book 
steel to-day is over $300 per 


cess of its regular dividend rate and well estab- 


lished over a long period of years, it seems 





a stock dividend of substantial proportions. reasonable to assume that the directors can 

United States steel under the leadership of with safety adopt a more liberal policy. 

Recent Market Quotations 
Div. $ 
Capital Par Per Div ; 

Name of Co. Location $ Value Share Dates Bid Asked 
Aetna Ins. (Fire)..... Hartford, Conn... 5,000,000 100 12.00 J-A-J-O 550 560 
Agricultural Ins. Co... Watertown, N. Y. 1,000,000 50 11.00 J-A-J-O 250 275 
Alliance Ins.........- Philadelphia..... 1,000,000 10 2.00 ji Ss}. 48 30 
Am. Alliance.........New York....... 2,000,000 100 16.00 J-A-J-O 300 315 
Nie Tis CO. os0.30s0. NeWaEE.... 5. c655% 4,000,000 5 1.00 J-A-J-O _21 24 
Automobile Ins. Co...Hartford........ TOON. IO ~ sisc.  ccaees 300 325 
Bankers & Shippers... New York....... 1,000,000 100 10.00 J-A-J-O 290 300 
oston 1ns, Csi... -). BOSOM. 6.6 ces as 2,000,000 100 16.00 J-A-J-O : 450 4 70 
Biiiale INS .-0.5.<.80¢%2<.6:< Buffalo, N. Y.... 1,000,000 100 12.00 F-M-A-N 330 360 
Camden Hire. ....'.-.. Camden, N. J.... 2,000,000 5 00 Vasey. 13) 5 15) 9 
Caroling, INS. «..6:0:00 6 Wilmington, N. C. 500,000 10 L080 Jacek. 28 31 
Chicago F. & M...... CHICAGO. oes 1,000,000 10 .80 M-J-S-D 12 15 
City of New York....New York....... 1,000,000 100 12.00 J. &J. 295 305 
Continental..........New York:...... 10,000,000 25 6.00 J. &J. 131 135 
Detroit F.& M...... Det. cos csscs 1,000,000 80 8.00 M-J-S-D 150 
Dubuque F. & M.... Dubuque, Ia..... 500,000 100 20.00 J. & J. 280 eats 
Fidelity-Phenix...... New York......<. 5,000,000 25 6.00 J. &J. 185 190 
Fire Association...... Philadelphia..... 3,000,000 10 L250 6. Se. 54 58 
Lice NG@WALRK. 6c6.cses 5,000,000 50 11.00 J-A-J-O 226 231 
Fireman’s Fund...... San Francisco.... 5,000,000 25 6.25 J-A-J-O 95 97 
Franklin Fire........ Philadelphia..... 1,000,000 25 7.00 J-A-J-O 170 180 
Glens Valls... ..ea0.s. Glens Falls, N.Y. 2,500,000 10 1.60 J-A-J-O 38 4 1 
Globe and Rutgers... New York....... 3,500,000 100 36.00 J-A-J-O 1450 1525 
Great American...... New York....... 12,500,000 100 16.00 J-A-J-O 287 290 
Hanover Fire........ New York... .:.2: 1,500,000 50 5.00 J-A-J-O 183 189 
Hartford Fire........ Hastiord.......0..: 10,000,000 100 20.00 J-A-J-O 510 520 
Home Ins. Co........ New York... ..... 18,000,000 100 18.00 J.&J. 352 358 
Importers & Ex...... New York....... 1,000,000 25 3.50 Fo A... 67 70 
IS; CO; Of IN. Ai sda 3: Philadelphia..... 7,500,000 10 200 Petey... 54 56 
Ins.Co. of State of Pa. Philadelphia..... ee yieos = 8.00 J.&J. 200 ss 
Marquette-Pittsburgh.Chicago......... 300, OD seeee see eee one 2 
cain, OER . .Philadelphia..... 600,000 25 2.50 F-M-A-N 55 o. 
Milwaukee Mech.....Milwaukee....... 2,000,000 10 2.20 J-A-J-O _32 35 
National Fire........ Hartiord.. ....... 3,000,000 100 20.00 J-A-J-O 730 740 
National Liberty..... New VYork........ 1,500,000 50 5.00* BD. & J. 3 5 
National Union. ..... New York....... 2,500,000 100 12.00 J-A-J-O 230 nee 
New Hampshire...... Manchester...... 2,250,000 100 16.00 J-A-J-O 340 370 
New Jersey.......... ING@Wati. «<6 aco 1,000,000 20 1.80 F.& A. 35 40 
Niagara Fire.........Niagara, N. Y... 3,000,000 50 10.00 J-A-J-O 230 240 
INOHUNEDT ..< 6:<.6:5ssssiesc.c New York....... 1,000,000 100 10.00 Jj. & Ff. 269 vee 
North River......... New York....... 2,000,000 25 5.00 J-A-J-O 107 115 
Northwestern Nat’l...Milwaukee....... 1,000,000 100 32.00 M-J-S-D 600 
OU COLOBY «5 5:¢. 00s. OStOR 6 vic es: ciec0'o « 1,000,000 100 16.00 F-M-A-N 275 -+ 
Pacific Fire.......... New York....... 1,000,000 25 4.00 J-A-J-O 1100-115 
Phoenix Fire.........Hartford........ 5,000,000 100 20.00 J-A-J-O 57 0 580 
Prov. Washington... .Providence...... 3,000,000 100 12.00 M-J-S-D 305 320 
Provident Fire N. H..New York....... 500,000 50 3.00 Jan. 389 
| eee ee 3,000,000 100 2.30. jy. & J. 300 33 
Reliance... ......... Philadelphia... ... 1,000,000 10 2.40 J.& J. 22 25 
RRR TERE: Hartford. .....«- 1,600,000 25 6.00 M-J-S-D 87 88 
Rhode Island........ Providence...... 600,000 100 12.00 J-A-J-O 275 300 
St. Paul F.& M...... St. Paul, Minn... 4,000,000 25 4.00 J-A-J-O 95 110 
Security Ins. Co...... New Haven 1,200,000 25 3.00 F-M-A-N 82 86 
Springfield F. & M... . Springfield 3,500,000 100 16.00 J.&J 440 455 
*Stuyvesant Ins. Co..New York ...... 1,000,000 100 6.00 J-A-J-O : 215 225 
United States Fire....New York ...... 2,000,000 20 5.60 F-M-A-N 139 1 45 
U.S. Merchs. & S....New York ...... 1,000,000 100 8.00 M-J-S-D 247 255 
Sata: Philadelphia..... 1,000,000 10 2.40 J.&J. 22 25 
Va, Fire & Marine....Richmond....... 500,000 25 3.25 J.&J. 90 _ 100 
Westchester Fire..... New York ...... 1,500,000 10 2.50 F-M-A-N 4446 46 


* Extra $5.00, 





Because of its established policy stated above, 
United States steel is, and has been entitled 
for a long time, to be rated as a sound invest- 
ment stock. In its earlier history it was re- 
garded more as a speculative favorite, but in 
the last few years shrewed investors have rec- 
ognized its potential possibilities and, as a re- 
sult, United 
day found in large blocks in the strong boxes 
of fire insurance companies. 

Fire insurance companies will therefore bene- 
fit from its recent 


States steel common siocn 3s \w- 


spectacular advance, and 
from any increase in dividends or bonuses that 
the boards of directors may deem wise to dis- 
tribute. 

Just how much this advance means to the 
surplus accounts of fire insurance companies 
holding United States steel among their invest- 
ments, it is difficult to determine. It seems 
reasonable to suppose, however, that considering 
the magnitude of the entire investments of the 
fire insurance companies, it must run well up 
into the millions of dollars. It will, therefore, 
if the advance is maintained go far in offsetting 
the unfavorable underwriting results 
enced during the first part of 10926. 


experi- 


Other stocks which have figured spectacularly 
in the advance from the recent March lows, are 
\merian and Telegraph, General 
I*letric, General Motors, Dupont and a number 
of the better established standard oil stocks. 
These industrial stocks with a well- 
established investment rating. They represent 
newer industries, however, and for this reason 
perhaps are not held as extensivly by fire in- 
surance companies as United States steel. It 
is of interest in passing, however, to note that 
the Sun Life Assurance Company of Canada, 
Montreal, is reputed to be the largest single 
stockholder of the common stock of the Ameri- 
can Telephone and Telegraph Company. 

Fire insurance stocks themselves have not 


Telephone 


are all 


heen entirely ignored during the past month. 
It is true that they have not been active, and 
very little public interest has been manifested 
in them. Nevertheless, substantial advances 
have taken place in many instances, and the 
general tone of the market is much stronger. 
There is probably a complete absence of short 
selling in insurance stocks, which probably ac- 
counts for the continued inactivity in face of 
the rapid advances that have taken place on 
the New York Stock Exchange. 





The Sterling Fire Insurance Company, 115 
North Penn street, Indianapolis, has 
tarily gone into liquidation. 


volun- 
The Sterling had 
a capital stock of $8s0,000 and a surplus of 
$436,754, as of December 31, 1925. It is un- 
derstood that the shareholders will receive well 
in excess of the par value of $10 per share 
when the final liquidation “s completed. The 
last known quotations on the stock were around 
$13.00 per share. 
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Recent 


Fire Company Happenings 





William R. C. Corson has been elected a 
director of the Aetna Ins. and World Fire 
& Marine Insurance companies, filling va- 
c<ancies caused by the death of Atwood 
Collins. Mr. Corson is vice-president and 
director of the Hartford Steam Boiler In- 
spection & Insurance Company. 


‘The American Fore companies, N. Y., an- 
nounce several changes in the personnel of their 
Western department. 


Frank D. Henry has been appointed farm 
special agent in Illinois for the Continental In- 
surance Company, with temporary headquarters 
at Kankakee. 

Lloyd J. Eppler has been made special agent 
in Michigan for the Fidelity-Phenix to assist 
State Agent Lowe. Mr. Eppler was formerly 
with the J. H. Goode General Agency at Kan- 
sas City, Mo. 


William S. Cooley has been appointed special 
agent for the Fidelity-Phenix in the Central 
Illinois field, with headquarters at Peoria. He 
succeeds C. R. Elvis, resigned. 


The American Reserve Insurance Com- 
pany of New York has been 
Canada for fire and tornado business. 
dore Meunier has been appointed 
agent for Canada. 


licensed in 
Theo- 
chief 


Olaf Nordeng, of Chicago, has been ap- 
pointed secretary of the Automobile Insur- 
nace Company, Hartford, to succeed George 
R. Fulton, resigned. He was formerly as- 
sistant secretary of the American Fore group. 


The Central Fire Insurance Company of 
Baltimore has been admitted to Massachu- 
setts to do a fire and sprinkler leakage busi- 
ness. The company has admitted assets of 
$3,488,226; liabilities of $1,176,275; capital of 
$1,000,000, and a surplus of $1,311,951. H. 
Belden Sly has been appointed agent. fie 
will operate through the Boston Metropo 
tan office of the Employers Fire, located in 
the Samuel Appleton building. 


W. S. Jopling, manager for Canada of the 
Commercial Union Assurance Company, has 
resigned his position to take effect July 1. 
John Holroyde succeeds him. 


jhisur- 


direc- 


The directors of the Continental 
ance Company, New York, and the 
tors of the Fidelity-Phenix Fire Insurance 
Company, New York, have declared semi- 


annual dividends. For each company the 


dividend is 12 per cent ($3 a share), payable 
fuly 10 to stockholders of record of June 30. 





W. A. Elstun has been appointed fire 
marshal of the State of Kansas. He succeeds 
Clyde Coffman who has held the place for a 
little over a year. 

The Fidelity-Phenix Fire Insurance Com- 
pany of New York, has appointed Lloyd J. 
Eppler special agent in Michigan to succeed 
William C. Grahl, resigned. Mr. Eppler ha; 
been connected with the J. H. Hood general 
agency at Kansas City. 


Edward T. Cairns, manager of the eastern 
department of the Firemans Fund Insurance 
Company, San Francisco, announces the fol- 
lowing changes in jurisdiction of several of 
the special agents of the company: 

Allan I. Woods assumes supervision over 
the field formerly covered by Herbert A. 
Horn, who has been transferred to the Bos- 
ton office; Dennis J. Collins will cover Mr. 
Horn’s Rhode Island territory; J. G. Richard- 
son will take over Mr. Wood’s western Mas- 
sachusetts territory and will also become 
special agent for Connecticut. 





A license has been issued in Quebec to 
the Fonciere Fire Insurance Company, Paris, 
France, authorizing the company to transact 
the business of fire insurance. 





The Guardian Fire Assurance Corporation 
of New York, has been licensed by the New 
York State Insurance Department. It will 
conduct a reinsurance business on fire and 
allied lines. An account of the company’s 
organization may be found in the MontTHLy 
3ULLETIN for March. 

The board of directors of the Hanover 
Fire Insurance Company, New York, has 
declared a quarterly dividend of 2% per cent, 
payable July 1 to stockholders of record of 
that date. 

The Hartford Fire Insurance Company, 
Hartford, has retired from eight counties in 
the Southwestern part of Kentucky because 
of an excessive loss ratio and unfavorable 
conditions. 

The Home Fire & Marine Insurance Com- 
pany of San ‘Francisco, owned by the lire- 
mens Fund Insurance Company, San Fran- 
cisco, has announced the election of Charles 
R. Page to a vice-presidency of the com- 
pany. Mr. Page has also been elected vice 
president and director of the Firemans Fund. 





The Home Insurance Company of New 
York has appointed Lynn D. Swisher special 
agent for the State of Kansas. Mr. Swisher 
succeeds L. H. Moore, who resigned to be- 
come Kansas Field man for the Travelers 
‘ire Insurance Company of Hartford. 
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Arthur W. Gherig has taken a POsition 

with the loss department of the Nationa 

Liberty Insurance Company, New York 

Frank A. Miller succeeds him as assistant 

superintendent of the loss department of 
‘Fred S. James & Co. 


Frederick B. Kellam has been elected 
chairman of the board of the Newark Fire 
Insurance Company. Mr. Kellam is United 
States general attorney of the Royal Insyr- 
ance Company, Liverpool. 


The Supreme Court has handed down 4 
decision in the action of the Palmetto Fire 
Insurance Company against Superintendent 
of Insurance James A. Beha, granting the 
company’s petition for an alternative writ 
of mandamus to compel the issuance of a 
license to the Palmetto to do fire insurance 
business in the State of New York. 


Percy L. Louis has been made assistant 
secretary of the Queen Insurance Company 
of America, New York. Mr. Louis, who is 
manager of the automobile department of 
the Queen, while extending his activities to 
the more general underwriting of the con- 
pany, will retain general supervision of the 
automobile business. 


William Hare, United States manager for 
the State Assurance Company of Liverpool, 
has appointed R. H. Wilde as general ageut 
succeeding H. L. Sowards, who resigned as 
agency superintendent of the State Assur- 
ance to become associated with the Travelers 
Fire Insurance Company of Hartford. Mr. 
Wilde comes to the State Assurance from the 


North British and Mercantile Insurance 
Company. 
Fred S. James & Company have been 


named Pacific coast general agents for the 
State Assurance Company of Liverpool, 
which had been in the office of H. M. New- 
ball & Company for several years. 

L. H. Post, who has been chief accountar 
for the State Assurance Company of Liver- 
pool, at its New York office, has been pro- 
moted to branch secretary. 

The Travelers Fire Insurance Company 
of Hartford announces the appointment 0 
Howard M. Eckels as manager of western 
Pennsyivania and West Virginia, with head- 
quarters at Pittsburgh. Mr. Eckels has been 
with the Milwaukee Mechanics Insurance 
Company. ees 

The Trinity Fire Insurance Company 
Dallas, Texas, has taken steps to enter the 
State of Oklahoma. 

The Union Fire Insurance Company ° 
Buffalo has been licensed to write fire ™ 


surance in Massachusetts. 
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HOW DOES THIS STRIKE YOU? 


The Golden Rule Agent's Contract has been Revised and Improved 


60% graded and one renewal right off the bat. 
5% extra for cash. 
Bonus and additional renewals for volume. 

Five renewals of 5% for a volume of $25,000 paid personal 
production in any agency year. 

$1.00 per thousand bonus and 10 renewals for $50,000 
$2.00 per thousand bonus and 10 renewals for $100,000 
$3.00 per thousand bonus and 15 renewals for $300,000 
$4.00 per thousand bonus and 15 renewals for $600,000 


AUTOMATIC PROMOTION—VESTED RENEWALS— 
UNRESTRICTED TERRITORY AND THE RIGHT 
TO APPOINT OTHER AGENTS 
Their volume is combined with yours, and YOU receive the 
bonus and renewals for which you qualify and they fail to 

qualify on their business. 
There is our whole wonderful agency proposition in a nut shell. 


The Policies You Would Sell Are Equally Attractive. 

You have heard of Perfected Endowments which are 
Ordinary Life with endowment additions and return the savings 
in addition to the face of the policy in the event of death. You 
should also investigate. 


THE PREFERRED RISK $5,000.00 SPECIAL 


Ordinary Life—$5,000—Age 35—Premium...... $106.50 
Dividend $17.25—First Year Net Cost.......... 89.25 
or $17.85 per thousand. (Contingent upon payment of the second premium.) 


Compare our net cost with that of your favorite company or 
with Government Insurance. You have a surprise coming 


AND THE END IS NOT YET! 


The Columbus Mutual Life Insurance Company 
580 East Broad St., Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice Pres. & Sec’y. 











THREE 
OPPORTUNITIES 


An eastern mutual life insurance 
company, with a record of phenom- 
enal growth during the past five 
years, has entered the State of Iowa 
and seeks to develop that territory. 
To three men, capable of assuming 
a General Agency unusual proposi- 
tions will be made. 


If you are interested in “‘getting in 
on the ground floor’’—interested in 
an opportunity that will not be 
available one year from today— 
then write in confidence and a per- 
sonal interview will be arranged. 


“Susquehanna,” care of THE SPEC- 
TATOR. 











Consult Your Agent or Broker 
As You Would Your 
Doctor or Lawyer 


In this, the thirtieth year 
of the U.S. F. & G., it is 
fitting to observe that 
two hundred and sev- 
enty-eight agents have 
been producers of busi- 
ness for it twenty-five 
years or more. 


a 
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Two hundred and sev- 
enty-eight is a very great 
proportion of the total of 
agents who were on the 
rolls of the U.S. F. & G. 
twenty-five years ago. 





Claims paid since 1896 $135,439,138.3! 











Valuable Information Free 


Upon request The Spectator Com- 
pany will send free of charge to any 
life company or agent in the United 
States or Canada a copy of The Busi- 
ness Builders Service. This document 
will prove a big money maker for the 
agent who will adopt and follow out 
the plan outlined therein. a 


Fill out the coupon below and 4 
mail today. “dl 
C - 


/ SPECTATOR 
J 135 William st., 


New Yes 
THE SPECTATOR Pius 
COMPANY ot See eae 
135 William Street 7 Business Builder Service. 
NEW YORK A ; Wil ttana tat Fora 
Pee Ee Ce ee 


Insurance Exchange 


CHICAGO 7 Name of Company represented. 
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Desirable territory open for General Agencies 
in Virginia, Florida, Maryland, Kentucky and 
District of Columbia. Excellent opportunity 
for producers who can furnish unquestionable 
references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 


OUT IN INDIANA 


The state of history, a leading commonwealth in agriculture 
and manufacturing, can be found the widest possible scope for 
successful men in Life Insurance Salesmanship. THE WEST- 
ERN RESERVE LIFE INSURANCE COMPANY of Muncie, 
Indiana, has just closed a MILLION DOLLAR deal on one of 
the largest manufacturing enterprises in the west. The com- 
pany is making satisfactory progress and can use capable men 
in its organization under advantageous contracts. Adczess 
eommunications to— 











John W. Dragoo, Secretary, 








A CA C 


AN INSTITUTION—NOT A COMMERCIAL COMPANY 


Over $200,000,000.00 
Over $16,000,000.00 


Our Ideal Monthly Income Agency Contract appeals to high class salesmen 
who have chosen life insurance as a permanent profession. Our CON- 
TINUOUS RENEWAL contract assures the accumulation of an estate as 
well as a pension in old age. 


Insurance in Force 
Assets 








If you care to better your position, write to 


ACACIA MUTUAL LIFE ASSOCIATION 
WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 








seateaal 
Service of Quality to Policyholdere 
Contracts of Superiority to Representatives 


NATIONAL 
CASUALTY 


4§ Write for information relative to open territory. Have twe or 
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three agencies with business established where change is 














Ambitious men of sales experience will be interested in the liberal agents 
contracts we are offering. 
Good openings for the right type of men. 
ASSETS OVER EIGHT MILLIONS] 
INSURANCE IN FORCE OVER SEVENTY MILLIONS 


THE CAPITOL LIFE INSURANCE COMPANY 


Clarence J. Daly, President. DENVER, COLORADO 








INCORPORATED 1832 


Virginia Fire and Marine 








INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1926 
Reserve for Unearned Premiums .............. $1,239, 147.00 
SRN MINNIE C8 ooo cs. ci5 555s '4 3's 5's 018 4S eels woes 384,909.00 
2 hae Ne a aoe $500,000.00 
re 1,274,407.00 
Surplus to Policyholders..................- 1,774,407.00 
ON OS eee rrr. $3,398, 463.00 
.H. Jr., Vice Presid 
Bettie motions Ba fete rie Sas 


J.C. Watson, Treasurer J. M. Leake, General Agent 

















MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


THE COMPANY. Backed and endorsed by the most substantia} 


and influential business men in Kansas City, 


THE MANAGEMENT. 


Practical insurance men of long experience 
and conspicuous success. 


MISSOURI, KANSAS, OKLAHOMA 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN. Secretary 

THE 

Boston Mutual Life Insurance 
Company 


77 Kilby Street “7 ¢,Company of he ~— BOSTON, MASS, 


. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
atin ” ROBERT KING, Supt. of Agencies 


A corporation organized and operating under the Insurance laws of 
Massachusetts. All desirable forms,of up-to-date contracts issued, 
CORRESPONDENCE SOLICITED 


Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 


ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 


JAMES W. STEVENS, President 


THE TERRITORY. 




















Greatest Illinois Company 








. State Mutual Life Assurance Co. 


of Worcester, Massachusetts 
INCORPORATED 1844 


\ . ‘ / 
N aowcewrm 74 
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The Company has recently introduced an exceptionally complete and 


practical 
EDUCATIONAL COURSE 


for the use of its Agents and those who contemplate entering the life insur- 
ance business. 


D. W. Carter, Secretary B. H. Wright, President 
Stephen Ireland, Superintendent of Agencies 














THE LONDON & LANCASHIRE 
INSURANCE COMPANY, Ltd. 








THE p-- OF LONDON, ENGLAND + 
Me) pole), 
LANCASHIRE 
} INSURANCE CO. ) New York Department: 
LTD. 





44-48 Cedar Street 


mS 





A. G. McILWAINE, Manager 
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THE 
TWO-REPUBLICS 


Life Insurance Company 
EL PASO, TEXAS 


Offers exceptionally favorable 
contracts to men who will work. 


Openings in Texas, New Mexico and Arizona. 
ALLEN H. RODES, President 
























FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 
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Missouri Insurance Company 
ST. LOUIS, MISSOURI 


CAPITAL FULLY PAID $200,000.00 


Admitted Assets December 31,1925 $718,265.95 











THE WOMAN’S ‘BENEFIT ASSOCIATION 


ORGANIZED OCTOBER 1, 1892 


Largest Fraternal Benefit Society in the World Composed Exclusively of Women 


The Rates are Adequate 

Total Membership including Juniors is over 270,000 
The Reserve Fund is nearly $20,000,000 

Its Business Standing is of the Best 


Gives Safe Protection to Women and the Children of its Members 


Health Service at W. B. A. Health Centers 

Visiting Nurse Service Free for Sick Members 
Summer Camps and Clubs for Girls 

Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 


Write for information to 


MISS BINA M. WEST MISS FRANCES D. PARTRIDGE, 


@ Commander, Port Huren, Michigan 


Supreme Record Keeper, Port Huron, Michigan 











The Wheat Fields of the 
DAKOTAS 


are like fields of opportunity for you. 

You ought to make good as our agent in South Dakota. 
Everything will be in your favor. The field for insurance 
production is there; the cooperation and many other selling 
advantages are here. They are not yours just for the ask- 
ing, however; we must be shown that you can make good. 
Write us about yourself. You'll be surprised at what we 
have to offer. 





























= MENU 


Producing 50% Increase 


Continental men are again show- 
ing a 50% increase in paid for 
business over the previous year. 


Our leaflet entitled, MENU, gives 
the 
growth. 


secret of this marvelous 


Continental men grow big and 
strong, and their policyholders 
have that satisfied look. When you 
read our MENU you quickly will 
understand why. Low net cost 
plus attractive Policy and Agency 
Contracts, mixed well and served 
hot, is one of the secrets of this 
MENU which enables Continental 


men to show 50% increase. 


Do you want to build an agency? 





Then write Jim for our MENU 


He 
knows what a good man looking for an 


Jim is our new Agency Director. 


agency connection wants, and he can 
tell you why he knows you will like the 
Continental. 


Jim’s full name is James P. Sullivan. 
Write him that you want to see our 
MENU. 


Continental Life Insurance Co. 


J. DeWitt Mills 


Secretary 


Edmund P. Melson 


President 









ST. MISSOURI 
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PUBLIC LIFE 
INSURANCE 
COMPANY 


HOME OFFICE 
CHICAGO 
ILLINOIS 


EDWARD H. BURKE 
PRESIDENT and GEN. MGR. 





A NEW LEAFLET 


SERVICE AND ITS REWARD] 


By William T. Nash 
In this latest leaflet, Mr. Nash, well known and convincingwriter on life insurance topics, in 


an interesting true story of the experience and success of a real agent in a small town, shows the #. 


opportunities Life Insurance as a profession affords. 
nspiring example is the best spur to progress, and no man or woman can read “SERVICE AND 
~ Rewarp” without realizing that the life insurance profession offers limitless opportunites. 
or success. ‘ 
_ Every life insurance company should get a supply of this new leaflet comprising 16 pages ; 
interesting reading, and cover, to distribute among its present and prospective agents. ey 
PRICES 
Single copy 15 cents 
50 copies $5.00 1000 copies 
100 . $9.00 5000 xia 
500 oF $37.50 10000 


CHICAGO THE SPECTATOR COMPANY 























Field — 


Insurance Directories 


for 


*Greater New York 

~New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
fExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 LOUISVILLE, KY. 


THE LEADING FIRE COMPANY 


COMPANY 
LIMITED 











PUBLICATIONS OF C. & E. LAYTON 
The undersigned are sole agents in the United States for the old estab- 
lished a oy house of Charies & a of London, land, 
whose long list of publications on fire, ine es of 
iusurance embrace the most valuable and standard treatises on these sub- 


yas Sznp Ten Cent Stamp vor CATALOGUE. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 











C. EB. Clarke, President J. R. Anthony, Jr. Secretory | 
CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: Physicians Building, Jacksonville, Fla. 
Accident and Health Insurance Commercial and Industrial — 

















A ROOF OVER THEIR HEADS 


is the attractive title of a clever and unique leaflet which is certain to catch | 

and hold the attention of recipients. It graphically portrays the payment of — 

a mortgage by means of a life insurance policy. On the first of its four © 

pages is a house, the roof of which consists of the outer fold of a life insurance ~ 

poses bearing the name of a particular company and the words “Mort;  * 
olicy.”” When the folder is opened, it discloses a picture of a house on 

third page, while the action of opening the folder lifts an arm marked 

MORTGAGE INSURANCE 

the hand automatically lifting a mortgage from the house : . 
The whole folder, including pictures and reading matter, emphasizes the © 

tragedy of a foreclosure, and the ease of guaranteeing payment of a mort- ~ 

gage by means of life insurance. 
Inquiries solicited from home offices of life insurance companies 


THE SPECTATOR COMPANY 


UHICAGO Publishers NEW YORK ~ 





NEW YORK | 
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A GREAT ‘RECORD 
THE INTER-OCEAN CASUALTY CO. 


continues its"onward March of Progress 
1925 RESULTS 

ae 
Premium’ Income $1,912,299 
Increase 253,348 
672,928 
MRR oot gel evaiie/n-eal ark a4. 0 619.9 6/¥.6.cl wie ora: Wle.@ div sich cial aie Sale Om wets 96,900 
Writing all forms of}Health and Accident Insurance in 33 States and the 

District of Columbia. 

We furnish, what the public wants and what the Agents can sell. 


For Agency Connections 
Address Home Office, Cincinnati, Ohio 


J. W. Scherr, President W. G. Alpaugh, Vice-Pres. and Secretary 











GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Virginia, Ohio, Kentucky, Ten- 
nessee, South Carolina, North Carolina, Georgia, Michigan, 
Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y 
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ASSETS OVER 
, $10,000,000 . 
fA ———————_—__________________}} 


GUARANTEE FUND - 
LIFE 
ASSOCIATION 
OMAHA 
Pure Life 


NGekiebur- balers) 
Protection 


Attractive 
Contracts for 
Men of Ability 

















FOR FOLDER. 
SHOWING ELABORATE DISPLAY: ; 


+ 


PERSONAL OUR 
TOUCH slic Yr COMPANY 
WITH een AGENTS 

AGENTS s COMPANY 


€t LOUIS. MissoumL 


No Company Is better, or bigger, than the service rendered through thelr representatives. 
“Service to agents before they can serve” is our slogan. You are invited to investigate. 
Open territory in Missouri, tilinois, Minnesota, Texas, Oklahoma, Kansas, Ohio, West 
Virginia, Kentucky and Tennessee, 

Write A. C. Lovell," Agency Director 


AMERICAN NATIONAL ASSURANCE CO. 


ST. LOUIS MISSOURI 

















WHY NOT BECOME A GENERAL AGENT? 


Many successful agents outgrow their present duties, and 
continue as sub-agents only because no opportunity is given 
for promotion. 
In the states of Alabama, Arkansas, Louisiana, Oklahoma and 
Texas, we offer to well qualified agents, liberal General Agency 
contracts with choice of splendid locations. 
Your communication will be received and treaied with con- 
fidence. 

IRA F. ARCHER, Superintendent of Agencies 


Louisiana State Life Insurance Company 
SHREVEPORT, LA. 





The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 69 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 
Independence Square Philadelphia, Pa. 




















Atlantic Life Insurance Company 
Richmond, Virginia 
General Agency openings available in 
Michigan Texas 
North Carolina 
Assets more than $15,000,000 


“Honestly It’s the Best Policy’’ 














Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L. BRADFORD, Vice-President 
Sound = Progressive = Successful 
Insurance in Force over $170,000,000 
Assets over 18,000,000 


Operates in Texas only 
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PHONE Book W 
SOUTH ALABAMA Good Openings for General Agents in OKLAHOMA 
D. E Cook, WACO, AUSTIN, GREENVILLE and oe 
Andalusia, Ala. BROWNWOOD, TEXAS Oklahoma City, Okla: 
N. W. ALABAMA H. C. COOK, Manager OHIO 
HM, Barnett Hancock Building Waxahachie, Texas (Cincinnati District) 
. O. B. Crouse 
Box 880 FOR OTHER TERRITORY WRITE 1204 Keith Theater Bldg. 
Tuscaloosa, Ala. OR WIRE Cincinnati, Ohio 


INSURANCE COMPANT 
—_ INDIANAPOLIS, INDIANA 7 








